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A local FORMICA representative can 
help you locate a source that best suits 
your needs. See your classified phone 


book under “Plastics” or write 


FO RMIC¢CA 
1559 Spring Grove Ave, 
Cincinnati 32, Ohio 


In Canada 
Arnold Banfield & Co., Ltd., Oakville, Ontario 





——_ 





Vanitory and Formica framed medicine cabinets by Topcraft, inc., Baltimore, Md 


Today the great popular appeal of the Formica Vanitory® unit 
has nearly removed it from the “if” list and made it simply a question 
of “ how.” 

Formica fabricators in your area can make your bathrooms sit up and 
do sales tricks on a custom design basis. 

Phere are many standard lines of Vanitory units sold both regionally 
and nationally. 

The Formica Company pioneered the Vanitory idea and the name itself 
is a registered Trade-Mark of ou company 

There is so little justifiable cost difference between a genuine Formica 
Vanitory unit and the cheapest imitation that there is every reason to 
enjoy the benefits of giving your customer what she wants — not an 


explanation 
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Bedroom telephones offer privacy and 


convenience—day and night 





with today’s home buyers 


BUILT 16 CONDUIT 





For the little it costs. telephone conduit helps a lot in 
preserving the interior beauty and the salability of a 
home. Having your architect specify or your builder 


install telephone conduit is good sound business. 


Your Bell telephone company will be glad to help you work out economical conduit installations 
Just call your nearest business office. For details on home telephone wiring, see Sweet's Light 


Construction File, 8i/Be. For commercial installations, Sweet's Architectural File. 3la/Be 


BELL TELEPHONE SYSTEM 


Kitchen telephones, too, rate high 





BUILT-IN CONDUIT 


i 
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. at long last, and pre-assembled, too! With all the grace and spaciousness 
that yesterday was only a dream, Scholz California Contemporary 
designs are far and beyond even the most daring predictions 
for this type of construction. 

The accompanying illustrations typify one of the many Scholz 
models especially adapted to hillside environment. The living room, 
dining area, rear terrace elevation, and the front elevation all index 
the distinctiveness of Scholz designs, 


Bonafide Builders: Wire or call collect for complete information 


omni, cont onp 


SCHOLZ HO 
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National Introduces Southwestern Models ''-' 


The “La Marque” is one of National Homes’ “Cus 
tom-Line” models introduced at its plant opening 
in Tyler, Texas, last month. This line has 38 basic 
plans and the lower cost “Pacemaker” line has 15 
The “Ridgewood”, a larger Custom-Line model, was 
shown in the October JournnaL, page 46. Several 
elevations and optional features for each basic plan 
make dozens of variations available. The La Marque 
has an unusually spacious (8’ x 30’) den-kitchen. 
open to the living room, and a central hallway with 
convenient access to all three bedrooms and bath 
Predominant feature of the Ridgewood and four 
similar models is a “T” plan, the stem being a large 
family room in clear view of an island kitchen. The 
$1.5 million, 90-houses-a-day Tyler plant will boost 
National's three-plant capacity to 290 a day. The 
Tyler models are styled for the Southwest by Sidney 
Milam and John Ropper, Dallas architects, working 
with Charles Goodman, AIA, National’s design con 
sultant. They are color styled by Beatrice West, Na 
tional’s color consultant 


Thermador Built-in Electric Oven 7 

The Thermador Masterpiece Built-in electric oven 
is the result of several years of design and market re 
search. Features of the “Masterpiece,” according to 
the manufacturer, Thermador Blectric Manufactur 
ing Company, include large oven capacity, amazing 
new baking element, recessed 3,000-watt broilin 
element, cool ventilated door, “easy-vision” csnieel 
panel, three indicator lights to tell at a glance the op 
eration of the oven, non-tilt oven racks and an auto 
matically controlled oven light. The Thermador 
“Masterpiece” oven fits easily into a standard 24” 
wide cabinet. 


New Porcelain-on-Aluminum Tile 88 
The Vikon Tile Corporation is bringing out a new 
line of metal tile Porcelain-on-Aluminum — the 


gleaming beauty and jewellike color of a real cera 
mic coating fired to an aluminum base. Porcelain-on 
Aluminum Tile has a beautiful surface-finish, glass 
hard, and cleans fast and easily. The manufacture: 
says it is highly resistant to chemicals, unaffected by 
cleaning agents, and free of fire-hazard. It is amaz 
ingly hight weight the tile and mastic together 
weigh less than 18 ounces per square foot. Accord 
ing to the manufacturer, it is easy to install, can be 
cut and bent to fit, and it will not chip or craze 


“Built-in” Features for Every Room _ 


Over the past three years, the Marion H. Davis 
Company has been successful in inducing several 
outstanding furniture manufacturers to produce 
“built-in” units for every room in the home. They 

(Please turn to page 12) 
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YOU CAN YOU CAN'T 
PAY BUY 


BETTER 
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Just press left 
and lift out 
to wash or paint 






Removable R:O:’W windows cost no more (usually much 
less) than other good-quality wood windows. Because 
we manufacture far more double-hung windows than 
any competitor, you can buy the highest quality plus 
the removable feature—plus the exclusive LIF-T-LOX 
balance at no extra cost. If you pay more than the price 


WINDOW BALANCE , : 
of an R‘O-W window, you’re bound to get less. 









ROW io the registered trademert of the B.0.W. Gales (x 


See your lumber dealer or write 


R.O.W. SALES COMPANY, 1319 ACADEMY AVE. «© FERNDALE 20, MICHIGAN 
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building shows a slight decrease in the number 
of housing starts during the first few months 
of 1956, as compared with the high number of 
starts for the same period this year. Indicating 
certain sensitive spots such as the size of 
the mortgage debt, the low rate of construction 
of rental housing the report views the over 
all housing picture without serious concern 


Philadelphia Realtor-appraiser Philip W. Knis- 


kern has been appointed to make a “compre 
hensive review and evaluation of land disposi 
tion procedures and policies” in connection 
with the Urban Renewal Administration slum 
clearance and urban renewal program. Knis 
kern will study problems involved in disposing 
of cleared land to builders for redevelopment 


“If at any time in the next few months housing 


starts fall below an annually adjusted rate of 
1.2 million new units, certainly we may ex 
pect the Administration to speedily ease cred 
it,” says Norman Strunk, executive vice presi 
dent of the United States Savings and Loan 
League. “Just as we had to shift from an easy 
to a hard money policy this year, so we may 
have a switch dk to easier money by earlier 
next year.” 


Cc. Armel Nutter, Camden, New Jersey head of 


Nutter Mortgage Service and NAREB trea 
surer, says that restrictions on ‘mortgage ware 
housing’ are contributing to the tightening of 
credit for home purchase. Nutter says banks 
are shortening the terms of loans, increasing 
the interest rates, and being more selective in 
the mortgage warehousing activities. Nutter 
believes that “warehousing has been a wonder 
ful tool in the placing of mortgages and the 
leveling out of peaks and valleys of mortgage 
lending.” 


“Our own era of healthy economic growth is not 


a runaway boom or the reaction to economik 
benzedrine,”’ according to Henry G. Walte 
made, NAREB president, speaking before the 
California Real Estate Association, Restricting 
credit terms “will undoubtedly make home 
ownership just difficult enough for any families 





NAHB 's National Housing 
Center in Washington open 
ed October 3, Containing five 
floors of exhibits of building 
materials, supplies and equip 
ment, the Center also has a 
completely equipped library, 
modern press room, auditori 
um, and new product section, 
Top two floors are offices of 
NAHB, Center is located at 


1625 L Street, N. W. 


ae | HE JOURNAL REPORTS. 


Standard and Poor's current industry survey on 


of low and moderate income to remove them 
from the market.’ Waltemade said. “That 1s 
what it was for.”’ he continued, “and it is rea 
son enough for serious objection to the move.” 


The Department of Commerce, reporting on va- 


New 


cancy rates during the second quarter of this 
year, a national rate of 2.3% says that 
vacancies outside the metropolitan areas have 
increased more rapidly than within those areas 
The largest urban areas have a vacancy of 
1.4%, considerably below the national average 


mortgage loans during 1955 will total $12 
billion, despite the tightening of credit, raising 
housing mortgages outstanding to $88 billion. 
or about double the amount outstanding in 
1950. So says E. H. Boeckh and Associates in 
its current report on building costs. Costs dur 
ing August nel a much slighter increase 
than during recent months. But the report ex 
pects that “this stability in prices is likely to 
be only temporary.” Many new wage rates are 
expected to go in force in accordance with con 
tracts negotiated several months past. These 
allowed for December or January increases 


Harlow H. Curtice, General Motors president, says 


home builders “may well be called upon to 
build as many as two million homes a year by 
1970.”’ We really don’t think any builders will 
particularly object to the added effort 


HOUSING STARTS — PUBLIC AND PRIVATE 


Underlined figures indicate record for that period 


1950 1951 1952 1954 1954 1955 
Jan 78.7 85.9 64.9 72.1 66.4 REO 
Feb 82.9 80.6 77.7 79.2 75.2 90.0 
Mar 117.3 93.8 103.9 105.8 95.2 117.0 
Apr 143.4 96,2 106.2 111.4 107.7 127.0 
May 149.1 101.0 109.6 108.3 108.5 132.0 
June 144.4 1432.5 104.5 104.6 116.5 129.0 
July 144.4 90.5 102.6 96.7 116.0 115.0 
Aug 141.9 89.1 99.1 93.2 114 123.0 
Sept 120.6 96.4 100.8 95.1 115.7 114.0 
Oct 102.5 90.0 101.1 90.1 110.7 
Nov 87.4 74.5 86.1 81.5 103.6 
De« 946 60.8 71.5 65.8 00.6 
Yearly 
Totals 1.396 1,091 1,127 1,103 1,220 
First 9 
Months 1.113 865 868 866 916 1,047 
Seasonally adjusted annual rate (private only), first 9 months 
of 1955 
January 1,424,000 
February 1,381,000 
March 1,407,000 
April 1,419,000 
May 1,306,000 
June 1.320.000 
July 1,202,000 
August 1,304,000 
September 1,230,000 


Housing starts declined more than seasonally in September to 
113,000, an 8° decline from August. Although the decrease was 
general throughout the country, smaller, non-metropolitan areas 


continued construction at 


the August pace. Tighter financing 


in the metropolitan areas is believed to be the main cause be 


the decline. The nine-month period of 1955, however, is 


still exceeded only by the same period of the 1950 record year. 
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Vinter needn't be a stopper 


| é2 » If you're erecting Inland Homes 
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to erect Inland Homes 


s 
« Distinctive Design 
« Finest Engineering 


Doors 
on anventionsl Type « Extra Wall Space for 
Tu 
° gut Quality —" 
Materials ‘ rons Bookcase in 
° nana on Living Room _ 
. ene Exteriors =» Recessed oat 
+ Well Planned ° tine Coe 
Interiors Bathr Space 
« Large Room o lore Dining 


« Oversized Wardrobes in Kitchen 


"Aye a ARR LI NOT Mey y 


. sabres 
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These Quality Features 


it highly profitable 


. Birch Flush Doors 
+ Sliding Wardrobe 


Me, window over Kitchen 


Sink 
+ Lorge omnes Window + Enameled all 


Kitchen € 


Double Foil Formica - sone Tops 
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... the INLAND HOME package 
lends itself to WINTER BUILDING! 


The Inland package is under roof in less than one 
day. With a little advance planning you can erect 
an Inland Home almost any day. The winter bug-a- 
boo is minimized. Advantages both sales and profit 
wise come your way. 

You are building when there are no shortages such 
as labor, lumber, gypsum board, cement—when sub 
contractors are anxious for your business—when mort- 
gage processing is handled faster—when you have 
less competition from other builders. 

We have a complete story that tells you how easy 


it is to build any one of more than 60 Inland Home 


models this winter. Write, wire or ‘phone us NOW 


if you want to take advantage of winter building. No 
obligation. 


Inland! Homes 


CORPORATION 


501 COLLEGE STREET «+ 


BOX 915 
PIQUA, OHIO -« 


PHONE 3880 
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Guide To NEW PRODUCTS & ADVERTISERS 


Use the Handy Inquiry Form below for more infor- 
mation on new materials and advertised products. 











How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut out Inquiry Form and mail today. 


NEW PRODUCTS 11-27 Scholz Homes, Inc 4 
11-1 National Homes Corporation 11-28 Thyer Manufacturing Corporation 
National Introduces Southwestern Model (back cover) +8 
11-2 Thermador Flectric Manufacturing Company 11-29 American Council to . 
Thermador Built-in Electric Oven Improve Our Neighborhoods 16 
11-3 Vikon Tile Corporation 11-30 'T. K,. Sanderson Organization 44 
New Porcelain-on-Aluminum Til 11-31 Reinhold Publishing Company 19 
11-4 Marion H Davis ( OMmpany 11 42 Toy Construction Kits Inc 12 
‘Built-in” Features for Every Room ; 
oe 11-33 New York Legal Exchange, Inc 14 
11-5 Thomson Hardware Company 


Universal Window Roto-Operator 





11-6 Security Sash and Screen Company 


Aluminum Combination Storm Door Journal Handy Inquiry Form 


11-7 New York Legal | xchange, In PEA AEA eaewaananan 1 
Lists of Mortgage Money Source { 
Products Editor ' 
11-8 Dixie Products, Ine, | : — | 
New 30-inch Gas Range 1 Narionan Rear Estate AND BUILDING JoURNAL | 
| 427 Sixth Avenue S.E., Cedar Rapids, Iowa 
11-9 American Kitchens | ; y eed 
Universal Cabinets ! I want to know more about the items checked | 
J Yease ese that ¢ ae i mation ; 
11-10 0. A. Sutton Corporation | paneety dahenags 5 vn that compl inform ef 
sent to me without cost or obligation " 
Traveling Fan | ' 
| | 
Vi-1 11-9 11-17 11-25 ! 
ADVERTISERS 11-2 11-10 11-18 11-26 | 
| 
11-13 American Kitchens +3 ; 11-3 11-11 11-19 11-27 | 
11-14 American Telephone & Telegraph , | Il 11-12 11-20 11-28 } 
| 
11-15 W. G. Best Homes Company 20 | 11-5 11-13 11-21 11-29 
11-16 Douglas Fir Plywood Association H) 11-6 11-14 11-22 11-30 
11-17 Dwyer Products Corporation 16 11-7 11-15 11-23 11-31 ; 
11-18 Formica Company 2 11-8 11-16 11-24 11-32 
| 
11-19 Franklin Thrift Homes ++ | 11-33 | 
| 
11-20 Hotpoint, Ine 11 | | 
| 
11-21 Inland Homes q Name Title 
11-22 Lincoln Press 12 | 
‘irr 
11-23. G. Mitchell, Inc 14 Firm 
11-24 Pease Woodwork Company 15 | Street | 
| 
11-25 Richmond Homes, Inc 13 | | 
t City Zone State | 
11-26 R. O. W. Sales 
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©. Refrigerator-Freezer 
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Hotpoint Customline 
Bell & Valdez 


7 Weeks! 
2— 
Cekig Yop sete Built-in Kitchens 
Eastgate 


, = cl 
. tee. 
ie Boom Sales for 
project, Seattle! 








; ‘Ger | 


Hotpoint Customline 
Super Oven 


—— 








— 


Bell & Valdez reported: Much co our amazement, during 
our poorest selling months, we closed sales at a steady rate with 
our Eastgate homes promotion. And we've had a repeated come 


back of prospects ever since. This tremendous success must be 






—— attributed to the merchandising impact Hotpoint Customline 
‘ Fed Wnliler Kitchens gave our sales campaign.” 
ne! | - The 1,400 sq. fe. one level Eastgate homes they offered for 
— y |. $15,500 featured completely equipped Hotpoint Kitchens. A Hot 
‘Goonge Bell point Customline Built-In Range Ensemble and Dishwasher were 
included in the purchase price! 
Hotpoint Disposal” The EXTRA ‘buy appeal” Hotpoint Customline Built-In Kitchens put into homes 


builds profits two ways: with faster turnover of homes and with extra revenue from the 
sale of the appliances! Hotpoint Customline Kitchens can be covered by VA and FHA 
mortgages. With the complete flexible, matched Hotpoint Customline you can tailor 
a glamorous built-in kitchen to fit any budget offer from two up to seven Custom 
line Appliances . . . plus additional exclusive Hotpoint features 

Have your Hotpoint Distributor Builder Specialist show you how to put the EXTRA 
“buy appeal’’ of Hotpoint Customline Appliances to work for you, now! 


Hotpoint Super 
De Luxe Launduet 


iB, Hotpoink... Gur Gober Qnuiversary - (Jour Golden Oppoitinity 


‘sy x) RANGES « REFRIGERATORS « DISHWASHERS - DISPOSALLS” « WATER HEATERS - FOOD FREEZERS - AUTOMATIC WASHERS - CLOTHES DRYERS « Ale COMOITIONERS 
5-18 HOTPOINT CO. (4 Division of Genero! Electr Compony) S400 West Tayler Street, Chicage 44, Hlinele 
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KILL 2 BIRDS WITH ONE STONE 
A Teriffic Real Estate Display 
An Excellent Christmas Gift to Junior 





1%" Seale Model 306’ x24” 2 Bedroom Rancher 
This kit contains all clear pine framing members cut to exact 
size, heavy board floor plan to mount model on and 7 full 
size drawings of every elevation, partition, roofing and sid 
ing. Even your wife can assemble it, even if she has never 
pounded a nail and it will pass a second F.H.A. or V.A 
inspection. This is an education in carpenter framing. It will 
also make an attractive display and arouse the interest of 
your clients. Your clients and salesman can be shown the 
difference between a rafter and collar tie. This kit could be 
invaluable to speculative builders. Sorry! This is the only 
model in mass production. Only $8.95 check or M.O. post 
paid, Guaranteed to satisfy 


TOY CONSTRUCTION KITS, INC. 
P.O. Box 145 Niagara Falls, N.Y. 








A place for everything — everything in place with 


for letter files & [ S ” 
Jr. thee a — aver 


FILE 
ENVELOPES 


FOR REALTORS 


For legal files 
10 x 15 
Sr. Size 





@ Progress of deal instantly visible 

@ No hunting for mislaid papers 

@ Nothing omitted — nothing neglected 

@ Printed check list covers every item 
USED BY 


REALTORS IN 48 STATES AND CANADA 





Special Introductory Offer 
(Initial order only) 

GITHER 

2 SIZE $2 

Postpaid Anywhere 


Sutisfaction or Money 
Back Guaranteed 





on any quantily 





> “Deal Severs” meke my 
werk easy! 








We ship Railway Express Charges collect unless otherwise requested 





ree enn nnn eee eee ee eee 
| ‘LINCOLN PRESS, 407 E. 4th St., Royal Ook, Mich. 
| Ship us Deal Saver, Jr."’ at 9 cents each | ane . 
. T) i'd o y 
| Ship us Deal Saver, Sr." at 10 cents each | pjease 
| Ship us 25 size at $2.00 (introductory offer—postpaid) 
| Check for $ enclosed (No C.O.D.'s Please) 
| Name 
Avon ass 
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Product Progress 
(Continued from page 6) 


claim the “built-in” advantages are vital. Actually, 
they say, a home costs considerably less with “built 
ins” than with regular construction. As a space sav 
ing development, it has no equal, which is extremely 
important today. “Built-in” fixtures do not become 
out of date with change of style or decor. “Built-in” 
fixtures and appliances require less care because 
there are fewer surfaces to keep clean. “Built-in” 
units are more versatile, functional, more convenient 
and organize the home to a new high in utility and 
efficiency. This all-purpose room shows “built-in” 
TV and record player. Record player is designed to 
hold 200 records, providing 24-hour continuous play 
ing if desired. It is also equipped with push-button 
selector system 


Universal Window Roto-Operator 11-5 


The Thomson Hardware Company introduces the 
window roto-operator designed to fit both wood and 








0 =- 


metal casements. Secret of the new Thomson Safety 
Lock Universal Roto-Operator is a device known as 
the “Magic Bracket.” It possesses the safety-lock fea 
ture which prevents gaining entrance by forcing the 
casements open from the outside. Only the handle 
controls 


Aluminum Combination Storm Door 11-6 


The Security Sash and Screen Company has an 
nounced a 


new aluminum combination storm door 
: as an addition to its line 
of aluminum windows. 
screens and prime alumi 


num casements. The door 
includes many new fea 
tures. some of which are 
Z-bar installation for 


greater flexibility, stamped 
corner gussets for more 
impact strength in case of 
slamming or the door being 
blown open by wind and 
it is of rolled formed tubu 
lar construction. Of heavy 
gauge, durable, polished 
aluminum, the door is available in all standard sizes 
and in either self-storing or single light models. Not 
only is it prac tical, but it will also add to the beauty 
of any home, says the manufacturer 


Mortgage Sources Compiled 11-7 


New York Legal Exchange, Inc. has compiled lists 
of insurance companies and mutual savings banks as 
an aid to you when you're seeking out-of-town mort 
gage money FHA. VA or conventional 


sources. 
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Teme With EVERY THING! 


STRENGTH, BEAUTY, COMFORT and CONVENIENCE 


Richmond Homes New Contemporary Here are Homes with real sales appeal! Many years 
were spent in pertecting floor plans that put every 

NASSA d EXECUTIVE inch of space to best use. They are well balanced 
U an between bedroom and living space, with an eye toward 

convenience and easy upkeep. To this was added a 

There is a Richmond Design selection of elevations that makes possible the indi 
viduality most people desire without affecting their 

for Every Building Project! functional design and contemporary appearance. With 

all four elevations attractive, lot placement becomes 

Richmond Homes, Inc. have spent years gradually devel a pleasure, nota problem. A wide variety of covering, 
oping a line of factory-built homes that now offers dealers carports, patio fences and garages allows each home 

to be planned to take full advantage of lot placement 


vality homes in every popular price class. Whatever 
q y tind P and individual desires of the buyers 


type of development you are planning, look into Rich 
, In their field Richmond Homes Contemporary models 

mond’s dealership advantages first. Quality, ease of 

are surprisingly low priced. Their comparative value 

make them homes that any developer and builder can 

sell with pride and confidence! 


erection and sales aids make them exceptionally easy to 


market! 


Write today for further information about Richmond 


Homes, Inc., three great lines 


RICHMOND HOMES, INC. 
TESTED ROOF & TRUSS STRENGTH 


No Question About Strength! 


People in many Northern communities have hesi 
tated to buy homes with low pitch roofs because 
they fear that weight of snow could couse serious ¢ THE STANDARD LINE 
damage. Richmond Homes trusses have been Low Cost Quality Homes 

laboratory tested to stand a roof loading of up 

to 190 pounds per square foot without breoking e THE MAGIC C IRCLE LINE 
This capacity would hold the comparative load 

indicated in this picture—an amount far, far be Medium Cost, Highly Efficient 

yond any possibility! 


The strength of Richmond Homes is a reflection of as THE NASSAU LINE 
their quality of materials and workmanship. Any 
builder is sold on Richmond after seeing homes 
being built in our plont! 


Contemporary Design, for better living 


Write Bow R 
---=- USUAL STRENGTH REQUIREMENTS -----~._ RICHMOND homes «in: 


ILHMOND, INDIANA 
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Need Mortgage Money? 





Conventional — F.H. A. — V.A. 


| 


Want to Know Where You Con! 


Get It On the Best Terms? 


Pick up your ‘phone and talk personally with the men who 
buy real estate mortgages for mutual savings banks and 
insurance companies all over the United States. 


All you need is 


] a copy of our up-to-the-minute compilation 
e of 527 Mutual Savings Banks in the U.S. 
which have investments in mortgages. 


y] a copy of our latest compilation of 400 Legal 
e Reserve Life Insurance Companies which 
buy and lend money on real estate 


Here, in nearly all instances, are the names of the men 
who can buy your mortgage on the best terms—the mort 
gage loan officer and the head of the real estate department 
of each bank, and of each insurance company 


Big profits can be made from these two services. Their 
cost is small—-$19.50 for the list of Mutual Savings Banks 
$19.50 for the Life Insurance list-—only $44.50 for both 


Mail your order and your check TODAY to 


NEW YORK 


LEGAL EXCHANGE, Inc. 


ESTABLISH 


So este, oe oe 0 ee 2 ee oe oe ee | Y 











of 


100 30. 
Lots of 250 


Lots 
Lots of 500 20 


print clearly — 


“name 
address 
phone 


send 


quant. 


check or 


BC.6.Mitchell Inc. 


89 MAIN ST 


Satisfaction Guaranteed / 


a ee 








money order to : 
BINCHAMTON New York 

4 

a - J 
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New 30-inch Gas Range 


Introduction of a new 
compact 30-inch gas range 
has been announced by 
Dixie Products, Inc. It fea 
tures a large, family-size 
cast aluminum top griddle 
located directly between 
the four top burners, full 
width and broiler 
The griddle, when not in 
use is covered with a hing 
ed porcelain enameled 
cover to supply additional 
counter top work space 
The backguard, with en 
closed full-width fluores 
cent light, is accented with easy-to clean gold and 
chrome trim. Handles on both oven and broiler doors 
are chrome. This range is designed to be an attractive 
addition to any kitchen arrangement 


oven 














11-9 


Universal Cabinets 


A big step toward stand 
ardization in the built-in 
oven field is being made 
by American Kitchens Di 
vision of Avco Manufac 
turing Corporation. Recog 
nizing the wide range of 
sizes among the many 
built-in ovens on the mar 
ket today, American Kitch 
ens introduces “universal” 
cabinets accommodate 
gas and electric ovens. 
Both models will be offer 
ed in the white steel and 
the wood copper steel Pio 
neer lines. Wall cabinets 
will be available to stack 
on top of the “universal” 
cabinet. the unit will 
match up with the rest of 
the kitchen 


to 


SO 





A Traveling Fan 11-10 


A new and different 
portable air circulator 
the Travel-Air, a Vornado 
fan made by the O. A 
Sutton Corporation. By 
placing the Travel-Air in 
front of any window it 
can be converted into an 
exhaust or intake fan. The 
fan head has incorporated 
turnabout feature and al 
lows tilting into any de 
‘ sired position for air move 

ment. Travel height on the 
stand is adjustable up or 
‘ down over two foot length 


1s 
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i & the real estate dealer it may 
not be too much of a mystery 
as to how his taxable income 1 
computed; he has taken in so 
many sales dollars. his real prop 
erty had a cost of so much and 
the difference is his gross income, 
which he may report straight o1 
on an installment basis. But hi 
clients are usually not dealers 
They are home owners and in 
== —. vestors. To them real property 
Atk transactions are dealings in capi 
) , tal assets. with the separate and 
) different tax treatment that is a 
corded capital gains and losses 
, Very often. before they buy 
: from you, or let you handle a 
- ee transaction for them, they will 
want to know the tax effects of 
that transaction. Should it be put 
~ j n through this way or that? What 
-_———4 ' } will the tax be under each alte: 
native? Often a deal will hinge on 
the prompt and accurate working 
{' {' ° out of the answers to these impor 
; tant questions 
Assuming, then, that you are 
} not a dealer, let's explore the que 
tion 


——E 
- 











p r What Are Capital Assets? 


Capital assets are usually 
what’s held by an investor as dis 
tinguished from a dealer, and in 
clude stocks, bonds and other se 
curities, land, buildings and othe 
property. Of course. a dealer can 
also be an investor, the same as 
anyone else, and he should keep 
his investment property segre 
gated and separately recorded 
from his inventory property. 
which he holds for sale to custom 


“ i ee 


5 1 shone Hs nt ey 
es he / eee be wr 
ger ee 2 RR .,, last indefinitely, business, Investments in undevel 
pica ea oe ; wee ’ res oped land are in the same cate 
For rarely needed service, every Write for complete buill aoe # a 

‘ eh pgeey c PSR ‘ pes B 

DWYER PRODUCTS CORPORATION Michigen City, Indiene — By contrast, your stock in 
, : trade is not a capital asset; nor ar 
The new and beautiful DSYYRIR OO” land or buildings subject to de 


graces the room as o 


{ ’ preciation and used in trade o1 
Mail Coupon piece of smart furniture business which have been held for 
for bulletin 


not more than six months. Sale of 
and these results in ordinary gain o1 
loss gain fully taxable, loss ful 
ly deductible 


= 


ers in the usual course of trade o1 


= 
















, Losses Not Deductible 

L : : — ee ; y Your personal assets may be 
; ae said to be in the capital asset 

category. This includes your resi 


dence, auto, furniture, jewelry 
Profits are treated as capital gains 
— —————$——— —— but losses are not deductible un 
er less you can show that you acquir 
ed the items (say antiques or jew 

lown 


elry) with the intent to make a 
profit on resale. Gain on sale of 

OWYER PRODUCTS CORPORATION 

Dept KiIS, Michigan City, Indiana residence, of course. has its own 
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TAX FACTS 


Capital Gains 


pecial rules as to how it may es 
cape tax 

The length of time during 
which capital assets are held is a 
factor in fixing capital gain on 
loss, and the dividing line runs 
between assets held more or 
than six months, The former are 
called “long term”, the latter 
short term”. Make no mistake in 
counting the number of days held. 
as a single day may mean the dif 
ference between one category and 
the other 

The day the asset was acquired 
does not count. The following day 
is the first day of the holding pe 
riod. The day of sale counts as the 
last day of the holding period, fol 
lowing rules for stock exchange 
transactions. This is true even 
though delivery and payment, in 
case of securities, may not be af 
fected for several days after the 
actual transaction. In short, the 
minimum Jong term holding pe 
riod is six months plus one day 

When does the holding period 
begin as to a newly constructed 
building for instance. It begins on 
the date construction work is com 
pleted, not when construction was 
started. On a gift after 1920 the 
holding period began when the 
property was acquired by the do 


less 


Nelson to be Honored 


At NAREB Convention 


By Bert V. TORNBORGH, CPA 


Taxing Still Misunderstood 


nor (giver), except if you, the re 
cipient, sell the gift at a loss and 
the property had a value less than 
cost at date of gift. In such a case 
the holding period began with the 
date of the gift 
Suppose a residence is convert 
ed to rental property, then sold? 
The holding period begins not on 
the date of conversion but the day 
after the original purchase 
Capital gains rules apply only 
in a transaction that 
a sale or exchange. which cover 
quite a variety. For example 
Conveyance ol property 
held for investment, as per the 
foregoing, represents a sale of 
said property; Payments receive: 
by lessee for 


( lassifies “a 


real 


cancellation of 

under thi 
category and gives rise to capital 
gains; Debts paid by deliverin 
property is a “sale or exchange 

Deed tendered to avoid mortgage 
foreclosure or for 
bond. for a 


business lease comes 


release on the 
nominal payment, i 
exchange Payment t 
secure release from an obligation 
to buy property is a cap tal los 

the sale of an 
business 


a sale or 


Consider indi 
vidual a proprietorship 
Chis is not an entity which is sep 
arate and apart from the assets of 


the business and a sale. therefore 


is in reality a number of sub-sale 


0 to speak of various assets and 
the selling price needs to be ap 
portioned to the variou a et 
old The resultant 
may be either capital or ordinary 


six month 


ain ofl lo 
if assets are held over 
depending on the nature of the 
asset 
Capital Assets 

held as 
Buildings and machinery 
Land used in the busines 
Land not used in the busine 


Securities investment 


Life insurance policy 
Assignable liquor license 
Nondepreciable franchise 
Goodwill 


Not Capital Assets 
Accounts receivable 


Stock in trade 
Depres iable franchise 


custome! 


Abandonment of property ts not 
a sale or exchange unle the 
property 1: deeded, even for nom 
nal consideration. Building and 
loan association distributions on 


maturity of the installments are 
dividends, Mortgaging property | 
Sale of 
but to 
offset you should claim depletion 


not a sale or exchanye 


top soil is ordinary income 


deduction for diminished value of 


the land 


ibjects in their curricula 





| J ERBERT U. Nelson. Chicago, who retired as ex 

ecutive vice president of the National Association 
of Real Estate Boards on September 1 after 33 years 
of service. will be honored at the 48th annual con 
vention of NAREB at the Commodore Hotel in New 
York City. November 6 to 10 

Succeeded by Eugene P. Conser, former 
of the California Real Estate 
now a consultant to NAREB 

During Nelson's term. the real estate industry 
developed into a specialized and highly respected call 
ing There were 413 real estate boards when Nelson 
assumed his post in September, 1922. Today there 
are about 1.200. Realtors totaled 16,000 then: more 
than 55,000 now. Thirteen states had real 
license laws in 1922; today 43 have them. In 1922 
educational work in real estate unknown. but 
today 126 colleges and universities include real estate 


ecretary 


Association. Nelson 1 


estas 


Was 
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Nor ernbver 


NAREB's professional institutes in brokerage, ap 
praising, management, farm lands, industrial prop 
erty. and mortgage financing, which now attract the 
interest and effort of 18,000 Realtors, are the spear 
head of progress in the calling whi h he ha helped 
develop 

As advisor to the federal government, he helped 
bring about the Federal Home Loan Bank System 


} ederal Na 


ociation, and the great change 


the Federal Housing Administration, the 
tional Mortgage As 
in mortgage financing through mortgage insurance 
In short, he was largely responsible for the program 
under which thousand 
own their own 
able to do so 
Among the honor 
ing the convention for his many 


of families of modest income 


homes who would not otherwise be 


to be bestowed upon Nelson dur 


ervices to the real 
estate industry will be the presentation of a gift fund 
vith a seroll of the names of donor Realtor 
throughout the country are now contributing to the 
fund, which is being raised by a voluntary committee 
if 200 Realtors under the chairman hip of Leon I 
odd, Camden, New Jersey 
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America 
as 
homework 





to do! 


THERE'S PROBABLY a lot about your town that makes 
you want to brag a bit about it. 

But there’s one thing you can't be proud of. And it’s 
a shame you share with just about every other commu- 
nity in America. 

The homes where far too many people live are a dis- 
grace. Slums, semi-slums, housing blight are with you. 
Fixing them up is the homework to be done. 

If your town is like most in the U. S., here’s what the 
figures show: | out of every 10 homes are rock-bottom 
slums. Nearly one-half urgently need basic repairs 

But slums are something that is happening on the other 
side of town, you may say. The problem isn’t mine. 


Slums are YOUR homework 
Distance is no barrier against the threat and cost of 
housing blight. 

Your taxes go up because it takes more money for 
your town to fight the diseases and delinquency and pov- 
erty spawned in the slums. The security of your family 
goes down because the slum is the natural parent of crime. 


Where your business comes in 


Every firm has a responsibility toward the town where 
it's located. Part of it is to support community improve- 
ments as any other good citizen would. 


Some slums are beyond repair. They must be torn 
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down and a fresh start made. Others can be made to con- 
form to accepted living standards. So it is up to you to 
get behind every sound program which seeks to provide 
adequate housing for all our people. 

Civic and individual groups must have business back- 
ing ... your firm’s backing if they are to succeed. 


Follow the course of Action! 


A group of Americans from every walk of life has joined 
together in a non-profit organization to combat home and 
community deterioration, A.C.T.1.O.N., the American 
Council To Improve Our Neighborhoods, 


Send today for a free copy of “ACTION.” It explains 
what A.C.T.1.O.N. is and proposes to do. It lists book- 
lets, research, check-lists, and other material which can 
help you. Address P. O. Box 500, Radio City Station, 
New York 20, N. Y. 





American Council To Improve Our Neighborhoods 





NaTIONAL REAL Estate AND BUILDING JOURNAL 














By GEORGE F. ANDERSON 


OU’RE just one week too late.” 

The lawyer handed the note 
and trust deed back to the client. 
explaining that the note was more 
than 10 years past due and there 
fore barred by the Statute of Limi 
tations. 


If the lawyer had inquired a 
little further he would have learn 
ed that while the note was dated 
June 9th the money was not paid 
out until July 9th and the note 
should have been so dated. That a 
note is erroneously dated may be 
shown by oral evidence, and this 
would have brought the holder in 
under the ropes 


Lo BE competent in the drafting 
. of wills a lawyer must have ex 
perience in that kind of work. 
The fact that he is a good lawyer, 
a scholar, an orator, and even a 
statesman, make him 
competent to draw wills, and are 
not a substitute for experience 


does not 


Bryans Appeal 77 Conn. 240 
where the will was apt pete by 
William J. Bryan. One of the pro 


visions in the will was as follows 


“T give and bequeath unto my 
wife, Grace Imogene Bennett, fifty 
thousand dollars ($50,000), in 
trust however, for the purposes set 
forth in a sealed letter which will 
be found with this will.” 


The sealed letter was found with 
the will with an inscription on the 
envelope, “Mrs. P. S. Bennett. To 
be pees, only by Mrs. Bennett and 
by her alone after my death. P. S. 
Jennett. (Seal). The letter direct 
ed her to pay this money to Wil 
liam J. Bryan to carry on his good 
work. Why the testator should 
have desired to do it this way I 
don’t know, unless it was to keep 
the object of his gift confidential 


If the draftsman of the will had 
had any experience he would know 
that this would not keep it con 
fidential because the letter would 
have to be exhibited and probated 
as part of the will 


To integrate a 
ment with a will, 
necessary. (1 
exist at the 
ecuted. (2) 


separate docu 
two things are 
The document must 
time the will is ex 
It must be identified 
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The Law Says! 


in the will. The court did not think 
that the latter requirement had 
been complied with. 


The court said, “Any sealed let 
ter, or any number of them, setting 
forth the purposes of the trust, 
made by Saptods at any time 
after the will was executed, and 
found with the will would each 
fully and accurately answer this 
reference; and, if we assume that 
the reference called for a letter 
from the testator, it is answered by 
such a letter or letters made at any 
time after the will was drawn 


“The reference is so vague as to 
be incapable of being applied to 
any instrument in partic ae as a 
document existing at the time of 
the execution of the will. The vice 
is that no particular paper is re 
ferred to. Such a reference as is 
made in the present will is in fact, 
as well as in law. no reference at 
all. Certainly it is not such a refer 
ence required in the case of wills.” 


eo 





| Kasson 
TAX PLANNING 
for REAL ESTATE 


shows you how to 
achieve maximum 
savings on real es- 
tate — set up trans- 
actions so taxes on 
L profits never exceed 
. 25%! 
The many tax strategies available 
in the ownership, management, con- 
struction, buying, and selling of real 
estate are pinpointed for you in 
Lasser's valuable new book which 
covers the entire real estate picture 
for the first time 


Points out savings and tax risks to 
consider. Describes tax shelter 
potential and tax traps inherent in 
day-by-day operations. Explores 
alternatives for substantial savings 
available under tax law. 


TEAR THIS OUT TO REMIND YOU 
Whether you own, operate in, or 
advise on real estate, this wealth of 
ready-to-use information will 
enable you to plug those holes 
where taxes drain away profits and 
income. Only $9.95. Send today for 
your on-approval copy. Reinhold 
Publishing Corp., Dept. M-880 , 430 
Park Ave., New York 22, N. Y. 





WE WILL PURCHASE 


e OFFICE OR COMMERCIAL PROPERTIES 
e APARTMENT HOUSES 
e APARTMENT HOTELS 
VALUED AT OVER $1,000,000 


IN ANY MAJOR CITY 
IN THE UNITED STATES 


IT 1S OUR POLICY TO MAINTAIN EXISTING 
MANAGEMENT AND PERSONNEL WHERE DESIRED 


«ov. WARNECKE «o. « 


295 MADISON AVE., N.Y. 16 + Tel. MU 5-4317 
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ls BEST HOMES policy 
paying off? 


What do the men who build and sell Best 
Homes think about the W. G. Best Homes Co. 
policy of giving dealers land planning, 
financing and sales promotion help? Here is 
the answer—from sales representatives 


who contact dealers every day! 
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W.G. BEST HOMES COMPANY - EFFINGHAM, ILLINOIS 





Harry Abel (Central Illi 
nois): ‘Dealers tell me they 
can count the extra dollars 
made when Best helps 
them select, acquire and 
lay out subdivision land 
And they appreciate the 
exhibits prepared by Best 
for FHA and VA subdivi 
sion approval 


Ben Kinsala (Chicago 

Dealers | contact rate 
high the help Best gives 
them in arranging interim 
and long term financing 
and more than one dealer 
has thanked me for the 
way Best prepared and fol 
lowed through on an FHA 
or VA loan application 


Robert Lamson (Kansas 
City): “Helping dealers 
with Open House planning 
and promotion is a regular 
W. G. Best Homes Co 
dealer service—and one 
they like! Best also helps 
with publicity, advertising, 
literature and on-site 
signs.” 


W. G. BEST HOMES CO 
Effingham, Ill | 
| understend profitable dealerships are still availabie in some | 
communities to those qua fying Please send me information | 
Name -_ 
Firm — —_ - | 
Address - -_ | 
! 

City State I 
l 





BEST COMMUNITIES TOMORROW AR BUILT WITH BEST TODAY. 
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Going The Second Mile - + + + «+ « 


pe MANY YEARS, and more especially during the last few 
months, the Journat has extolled the merits of the established 
real estate man as a community developer. We have talked about 
his “rightful” position of leadership and that this a is be 
ginning to re-emerge as we return to a more competitive market 

A remarkable example of this emergence of leadership is typified 
by the Kendallwood project in Detroit. It is the epitome of Realtor 
builder-architect-land developer teamwork. Really, it is more than 
teamwork, for teamwork implies that all members hold equal rank 
In the Kendallwood project the land development company (which is 
a Realtor organization), and the real estate sales company hold the 
rank of team captains, and as such, they exercise complete control 
calling absolutely all the signal: 

There are many examples today of real estate compamies buying 
land, improving it, parceling it out to builders, and then handling 


the sales, But the Kendallwood project goes the second mile the 
most important mile. The development and sales companies set up 
rigid requirements for participating builders. The control committee 

formed by officials of these companies and an architect screen 


ed each builder who applied. The builders finally selected were asked 
to submit house models for approval. Meetings were held so that the 
control committee could impart its general ideas to the builder 

After selecting the models, the control committee told each build 
er which model he could build on which lot. This was coordinated 
so as to give the overall project a custom-built look, Care was taken 
not to destroy the individual ideas of the different builders and then 
own designers, for one striking advantage of this project is that it 
avoids the all-too-familiar project look. It is indeed a development of 
custom-designed and built homes 

It is difficult to bring out the thoroughness of this project by the 
written word, Certainly there are numerous cases of subdivision 
being controlled as far as price range, style and size of house are con 
cerned, But in this example the real estate executives exercise then 
rightful control over a// details of the development 

The home buying public is smart. No one realizes this better than 
men who constantly sell home 
walks of life and in all sections of town. No builder can fool the pub 
lic by cutting corners and using shoddy construction, and cheap, off 
brand materials. During the post-war housing shortage, relatively 
fast sales made some builders think they were fooling the public 
What they failed to realize is they were only meeting a temporary 
critical demand for shelter 


in all price and size ranges, in all 


It’s the realization that the public can’t be fooled which earns a real 
estate man his rightful position of leadership in community develop 
ment. He knows the public will respond quickly to a good buy. He 
knows the publi can pretty accurately judge long range resale 
value. The professional real estate man knows the type of good 
substantial architecture the public will buy, that there are endless de 
tails in a house that can make or break the builder's reputation, that 
it doesn’t take many sticking windows, warped doors or chipped 
bathtubs to destroy confidence in a builder and the sales organization 

In taking on builder projects, real estate executives should make 
sure they hold their rightful position of leadership, as the Kendall 
wood sponsors and many other top-flight companies already have 
It takes a lot of skill, imagination and sweat to launch a project like 
this and carry it to completion. But today’s housing needs the kind 
of planning and supervision that experienced real estate men can 
supply. In the best projects today real estate men are going the second 
mile with their builders. They know the first mile is not enough 


ae, 
floye Lr0e 
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Kendallwood Solve 


Not a few small volume builders are being 
squeezed out of business by the mounting prob- 
lems of land shortage and high improvement 
costs. A Detroit land developer has conceived 
a system that is solving these problems for 
builders. It is unique in the thoroughness with 
which it was planned and carried out. Cost per 
front foot of fully improved 110 x 144-foot lots 
was reduced to $28 from a Detroit average of 
$40. Buyers are benefiting from the savings and 


are delighted with the high value received. 


By RoGer C,. LAKEY 
Managing Fditor 


one which can be 


— is the story of an idea 
put to work by any real estate man who has the 
proper skill, facilities and imagination. This idea was 
borne of a relatively young member of an established 


land development company. He conceived a_ plan 
whereby his company would buy a tract of land. 
fully improve it and offer the finished lots to small 
or custom builders at cost. The company would se 
lect the participating builders, set up a control com 
mittee, and supervise every aspect of the develop 
ment. Basically, this idea is not new. But the unique 
part is the thorough way the project was planned 
and carried out 

Success of the project would depend on fast sales 
by engaging a competent real estate sales organiza 
tion whose ability to sell new homes had been proved 

Result would be an unusually good value for the 
home buyer and assurance of high long-term prop 
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erty value through orderly, supervised community 
development. The development company would 
realize its profit by splitting the sales commission 
with the sales company. The custom builder would 
earn his normal profit on the construction of the 
houses, and actually could afford to take 
cause of minimum risk 

The manifestation of this idea is the Kendallwood 
development in Farmington Township, just outside 
Detroit. The creator of the project is Ross Campbell. 
member of the Thompson Brown Company, land de 
velopers in the Detroit area for 32 years. Charles 
Brown, senior member of the company provided the 
valuable experience and guidance needed to carry 
it out 

Brown and Campbell invited the Gordon William 
son Company of Detroit to handle sales. Williamson 
in his own real estate business since 1942, had built 
a splendid organization with two sales forces 
for new homes and the other for resales 

Any real estate organization attempting to dupli 
cate the Kendallwood idea should bear in mind that 


less be 


one 





13 Selected Kendallwood 
Builders 


Herman J. Bloom, Builder Annchester Homes Inc. 


Canvasser Bros. Building Co. Crosley Building Co 
Dependable Construction Co. Highland Building Co 
Adam Marks Building Co Intervale Building Co 
Samson Construction Co Paul R. Lowell, Builder 
Ernest Scherer, Builder Peal Building Co 


Playview Home Builders Inc. 
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Sixteen models are being erected in Kendallwood, 
each architecturally different. Five are shown here 
Their selling prices are as follows: 1) $19,990; 2) 
$19,950; 3) $23,400; 4) $21,200; and 5) $19,550. All 


| A . — these models have 1!) 






baths, three bedrooms, cat 


Liv MO Orme ne 











29e0ue senret tot 
ports or garages, built-in bathroom vanities, vent 
fan and hood over countertop range, built-in ovens, 
: = fireplaces, Formica countertops, garbage disposals, 
aaa Rn aa tile baths, brick exteriors, Most models have full 
ihiew | basements with rough-in for basement toilets. In 
Bi. HS if teriors are highly styled with room dividers, plant 








-iooR PLAN ers, masonry fireplace facings. Picture #6 shows 
a typical kitchen with birch cabinets and built in 
appliances. Note the Sylvania “hi-fi” radio built 
into the kitchen wall. There are speakers in every 


room, making the set useful as an intercom. 


wLand Cost Problem 


a background in land development and real estate 
sales is essential. A strong factor in the success of 
this project was the confidence which builders, lend 
ers, the FHA and the public had in the Thompson 
jrown and the Gordon Williamson companies 









Selecting Brand Names in 
Kendallwood 


There’s no question about the project’s success 





because half of the first 306 houses were sold from 
plans and specifications before the formal opening 
on August 28. 

Take a look at the background the Thompson 
Brown Company drew on for Kendailwood. For 20 
of its 32 years experience, the company has been 
developing suburban land, From the who 
bought suburban sites or didn’t buy they 
learned what the people really want. The company 
also sold suburban land to builders, which gave them 
valuable insight into builders’ problems and what 
an “ideal” development would be from their stand 
point 


persons 


The company watched other developments, noting 
the good points and remembering the mistakes 

Thompson Brown officials had become distressed 
at the way Detroit's suburbs were being developed 
They knew people didn’t want to move 15 or 20 
miles from the city only to have 60 foot lots. They 
felt these builders were merely transferring crowded 
city living to the suburbs and were not really ac 
complishing the kind of suburban living people 
wanted. After months of study, they became deter 
mined to work out a development which would em 
body their ideas of what rm se wie living should be 

They felt these advantages should be included 

1) Lowest possible cost, but quality homes 

2) Large lots 

3) Sewers, water and paved roads 

+) Many different architectural styles 

5) Strict controls over the whole project 

6) Highest grade of selling, without pressure, 

7) Fine houses by experienced custom builders 
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YOMPETITION being the life of trade, and 

Aeach of our builders in Kendallwood being 
in competition with one another, we don’t be 
lieve that any of the builders would dare use 
inferior products sales would lag. During 
Kendallwood, the architectural 
committee made frequent observation tours, 
if it was noted that any 
tandard labor the 
trongly suggested that thi 
course, it was 


construction at 
and 
using sub 
committee 
be changed and of 


builder wa 
material or 


Builders are definitely interested in the ad 
vice from our salesmen on the job as to the pub 
lic acceptance and desires. They constantly in 
quire of us as to what we think about this o1 
that, which might be an aid to sales. The use of 
nationally known brands ts strongly advised by 
our Company because these national product: 
instill confidence in the buyey they 
know that a manufacturer with a national repu 
tation to uphold will back his product with satis 
factory guarantees, and, too, the people are con 
cious of service on appliances that are installed 
in their new home. They know that service is 
available quickly when a builder uses nationally 
known products in his home. We advise our 
salesmen to point out national brands to pro 
pective buyers as a forceful tool in 


because 


elling 


seRNARD F. SaLaski, Advertising Manager 
Gordon Williamson Company 
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Gordon Williamson, Realtor, is Ross 8. Campbell, vice president of Richard B. Pollman, is a nationally Getting the builder’s viewpoint was 
president of the company bearing Thompson Brown Company, land known designer from Detroit. He essential to the control committee 
his name which is handling sales developers, is credited with con- is an important member of the so Ernest Scherer was appointed. 
for the Kendallwood project. ceiving the Kendallwood idea. Kendallwood control committee. He’s one of the 13 chosen builders. 


ae of Lot Includes Five Factors 


There are five factors, Brown explains, in the cost lot was eliminated, as they became part of the house 
of a finished lot: 1) cost of land, 2) cost of improve- package. And the developer's profit was postponed 
ments, 3) cost of money needed, 4) sales cost, and until the final sale of the house, their entire profit 
1) the developer's profit. coming from the sales commission which is shaped 

Little aa be done about cost of land and im with the Williamson company 
provements, But by assuring fast sales the cost of Thus, cost of a lot to a builder was reduced by 
money was reduced by about 50%. Sales cost of the 40%. This meant the builder would pay no more 

for Kendallwood’s 110-foot lots than he would usual 








ly pay for a 60-foot lot. This savings would be passed 

right along to the home buyer. Put another way, the 

builders paid $28 a front foot for their lots, while 

Brand Names Used the Detroit average is about $40 per front foot, fully 

improved. The builders paid about $2,800 total for 

a finished lot. 

KITCHEN EQUIPMENT FLOOR COVERINGS During the many months the Kendallwood idea 
In-Sink-Erator Armetreng was incubating, small builders in the Detroit area 
Waste King LaVasecur were having an increasingly difficult tume with land 
American Standard Fixtures Wairn and financing. Not being large enough to develop 


Crosley (complete — range and their own land, they had to buy scattered lots at 
oven, dishwasher, disposal, and 


cabinets) BATH TILE high prices. This led to trouble in getting mortgage 
Nutene Fens lege commitments commensurate with the high prices 
Chor Electric Range and Oven eral tal ike Such builders were forced to spend more than half 
= Romany their time looking for lots and trying to get proper 
Hobert mischen Ale Bichwasher Farmington Tile mortgages so their houses would sell. With this waste 
American Olean of valuable time, their building operation lagged, 
costs mounted, and their profits dwindled 
BATHROOM FIXTURES ROOFING As Brown says. “Many investors become sick 
Briggs ~~ when they find out a piece of property they are hold 
American Standard Flintkote ing can’t be subdivided because of strict Board of 
—. Barrett Health requirements for sewage and water.” 
Brown and Campbell figured that if a group of 
INSULATION fine custom builders could be induced to build in 
HEATING & Catesen competition with each other much would be accom 
AIR CONDITIONING Kimee! plished. They knew the builder could cut his costs 
Luxaire—T. H. Brehm Company Fiberglas if he could be relieved of looking for good land and 
Bard getting proper mortgage appraisals. He could then 
ee a put all his energies into construction. Also, if the 
Majestic builders were in competition with each other, the 
Perfit Windows competition would bring about more efficiency and 
Andersen Windows lower costs. 
WATER HEATERS re Thus, the lot and construction cost savings af 
National Alwinthte Windows, storms, and forded a “paper” solution to the cost problem. After 
General uo working this all out, Thompson Brown company 
Crane Slidomatic Windows held a series of dinner meetings, inviting many 


Everhet builders 
Rheem Copco Aluminum Siding ; 


“The response was electrifying,’ says Campbell 
“We immediately had requests equal to four times 
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Gently curving streets, large lots typify the Thompson Brown 
project in Detroit. The 306 lots are served by 60-foot paved 
roadways. A minimum of intersections enhances pedestrian and 
traffic safety. The project has its own sewage and water systems 





the number of lots available. And when news of this 
new development seeped through the grape-vine, we 
had countless more requests. We never realized there 
were so many small builders in Detroit.” 

One of the most difficult jobs in the Kendallwood 
project was selecting the builders. More than 100 
applied. They were screened by the control com 
mittee which at first consisted of Brown, Campbell, 
Williamson, and Richard B. Pollman, designer. The 
committee talked with the builders, inspected what 
they had built, got credit reports and then narrowed 
the group to 13 

The biggest factor in selection was finding builders 
who were as enthusiastic about the project as the 
sponsors were and who could get along with each 
other, Campbell says. After selection, the individual 
builders and their designers began work on new de 
signs for Kendallwood, Discussions were held to im 
part the control committee’s general ideas to the 
builders. Yet care was taken not to dampen individu 
ality 

Sixteen models were finally selected ranging from 
1.130 to 1,477 square feet with three bedrooms, 11% 
and 2 bathrooms, brick construction, family-size 
kitchens and many built-in features. Selling prices 
are from $16,900 to $23,400 

The 110-foot lots are 144 feet deep and no lot has 
less than 15,000 square feet. Land titles are free and 
clear with no unpaid special assessments. All titles 
are insured by Burton Abstract and Tithe Company, 
and individual policies are delivered with each pur 
chase 

Early in the development of Kendallwood, Thomp 
son Brown Company expected to build a sales or 
ganization and handle its own sales. But one of the 
builders involved reminded Thompson Brown of 
ficials they had no selling background and that this 
would entail a risk the success of 
the project depended on fast sales. That is when the 
services of ithe Williamson Company were sought 

Here again, background and experience was es 
sential. The Williamson Company was founded in 
1942 and has grown to become one of Detroit’s 
largest and finest real estate companies. Williamson 


serious because 





Financing Kendallwood 
Homes 


byes banks supplied construction financing 
which was arranged by the individual build 
ers. The Gordon Williamson Company ar 
ranged for the long-term financing and the 
New York Life Insurance Company is buy 


ing the mortgages through its loan correspond 
ent, the Detroit Mortgage and Realty Com 
pany. Twenty-five year conventional as well as 
25 year FHA mortgages are selling at par in 
Kendallwood. FHA evaluations most generally 
are within a hundred or so dollars above or be 
low the selling price. 















NATION 


sND BuILpING JouRNAL 


aL Reau Estar 





November, 1955 DE 



































































to find and use idea 


ability 
that improve his real estate service 

His office is equipped to handle all types of finan 
ing and insurance business. His staff has good contact 
with lending institutions and recording offices. Most 


is known for his new 


important, he has two sales organizations 20 sale 
men handle new home projects under the manage 
ment of Donald Henkelman, and 20 other salesmen 
are in the resale department under the management 
of Alger F. Quast 

Since Kendallwood house 
els in the medium price range, many buyers would 
already be home owners. They would have an ex 
This meant the real estate 
sales company chosen would have to be equipped to 
handle trades 

Williamson not only 0 equipped but has had 
a great deal of success with trades, For example, he 
took over a project of slow selling homes in the $20 
000-and-up price range. The builder turned over 
160 leads which Williamson soon boiled down to 32 
bona fide prospects On 24 of these. 
trade-in transactions and sold 24 
he otherwise could not have sold 

Another feather in Williamson 
usually high record of selling 75‘ 
listed 

Thus, 


tion 


are three-bedroom mod 


isting home to dispose of 


was 


he completed 
new homes which 
cap was his un 
of all u ed home 


Kendallwood was never a 
jrown spent most of hi 
on it. Planners and engineer 


one-man opera 
time for a full year 
worked as long. Com 
muttees were set up as special problems arose 

Engineer and officials of the Detroit office of 
KHA have cooperated in an almost unbelievable 
manner,” says Brown. “Wendell Edwards. FHA di 
rector, freely gave us advice and counsel. Local! 
health officials have worked with us in solving sani 
tation problems. The Farmington Township Board 
and Board of Education have cooperated 100%; in 
fact, I think no development ever constructed in the 
Detroit area has had such a large group of interested 
people working for its success.’ 

Many special problems came up; for example, the 
Department of Health was unusually strict. In order 



























_.. Installed Water and Sewage Systems 


to get fast and reasonable FHA approval in Kendall Brown Company installed two wells, one 12” and 
wood, Thompson Brown had to install a sewage another 6”. Each has its own pump house. Cost was 
treatment plant. The Board of Health required isola $24,000 for pump and pump houses and $70,000 for 
tion of 1,000 foot radius for the plant. This put the the mains which are all cast iron. This was a total 
treatment plant in the center of a circle 2,000 feet of $94.000 for 306 lots. or approximately $300 per 
in diameter a space of about 70 acres. At the start lot. The Board of Health requires 21/ gallons er 
of the project, the Board of Health mentioned some minute per house, and this well sy stem exceeds that 
thing about needing 200 feet of radius, but later minimum and maintains 40 pounds pressure at the 
the requirement was boosted to 1,000. Fortunately, houses 

the tract had an extra 100 acres available for this 


soth the sewer and water plants will be operated 
isolation 


by Thompson Brown until the project is completed 
Cost per lot for the sewage system is approxi At that time, the Farmington Fostasie Board will 
mately $500, about what you would expect to pay take over, install meters, and start billing residents 
for an individual septic system. Aside from the fact for those utilities at township rates 

that a sewage plant was necessary from the FHA 

tandpoint, Williamson says it is an important sales 

feature for the houses 


Water was not necessarily a problem. Thompson 
| “How Kendallwood 


Williamson got excellent cooperation from Detroit ne wepapers. e 
Stories were carried intermittently from the time the project Wi Mi h d d 
was announced. On opening day a big share of the building as erc an ise 
section of the Detroit Times was devoted to Kendallwood. Full 
page ad (background) run the Friday afternoon before opening _— public Is quick to recognize a good buy. No 
one 1s more aware of that than Gordon William 
on. The fact that more than half the 306 houses 
were sold before opening is good evidence 
In spite of excellent public reaction, the project 
was merchandised as originally planned. Opening had 
been scheduled for Memorial Day but this proved to 
he too early. It was then postponed until August 28 
Small teaser ads were run for three months prior 
o the opening. The press cooperated by carrying 
lewspaper stories from time to time. The teaser ads 
howed houses in succeeding stages of construction 
len days before the formal opening, a preview was 
held for the press, city and township officials and 
ivic leaders. The 250 guests were treated to a din 
er and a tour of the project. More news stories re 
ulted. Publicity material had been prepared before 
hand for the press in order to get across much of 
the thinking behind the Kendallwood idea and_ to 
be sure the real estate editors had their facts straight 
This paid off with better news coverage 
A full-page ad was run in each of two afternoon 
iwewspapers Friday before the Sunday opening. A 
major > el of each home section was given to news 
coverage of the project 
An existing house on the Kendallwood property 
‘ served as a sales office. Full-color renderings of the 
The “Detroit News sixteen models available were displayed. Actual dem 
onstration houses were very near the sales office 
Direrstind Sorte After completion, the house used for the sales office 
will be spruced up and sold 


Sunday ties in nicely with advance publicity. 
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Sales Commissions 


JARTICIPATING builders pay a full 5% 
ne sales commission, 2% of which is paid to 
TCO Hemieg ours the Thompson Brown Company, land develop 

ere ers, and 3% to the Gordon Williamson Com 
pany, sales agent. The Williamson company 
aie —— pays all merchandising, advertising, promo 
; tional and publicity costs 




















Pointers 


The author is sales manager of Fairhill, Inc., a 


Memphis prefabricator. His ideas on project-sell- 


ing are based on experience, and the tips he offers 


may improve your salesmen’s techniques. 


SELLING new houses, particu 


KJ) larly project-selling from a 
model home, is a relatively new 
selling technique. Some of the 


pointers for successful project sel] 
ing brought out in this article can 
be applied, however, to all types 
of real estate selling. 

Some of the principles included 
are long-established but often for 
gotten; others are new variation 
on old techniques. All in all, they 
represent a fresh, practical ap 
proach to a subject that is really 
inexhaustible, and are well worth 
the serious attention of your sales 
men Editor. 


1) Be Confident 


A salesman who believes in his 
product isn’t merely displaying 
just another home. He is certain 
he is offering his customer the 
right house, in the right location, 
at the right price 


2) Know Your Product 


Confidence springs from know 
ledge, and an alert salesman knows 
his product thoroughly. He famil 
iarizes himself with the plans and 
specifications of each model home 
and learns the names of the na 
tional brands used 

Know your competition, too, By 
knowing room sizes and building 


NATIONAL REAL Estat? 


AND BurILpING JOURNAI 


dimensions you will often find you 
are offering more house than your 
competitor 

National advertisers 
local salesman 


help the 
Draw up a list of 
the national brands offered in your 
product, and learn something of 
their story. Many of these names 
will be familiar to your customer: 


3) Don’t Over-Represent the 
House 


The dwelling is a quality prod 
uct, the result of careful planning 
by skilled housing 
The furnace won't 
however, and the 
brass, not gold 


technician 

hotel 
hardware i 
The merits of the 
design and construction can well 
be represented without undue puff 
ing-up or other 


heat a 


embellishment 


4) Keep on the Project as Much 
as Possible 


It is true that design, construc 
tion and materials will enable 
each dwelling to speak for itself 
as a silent salesman. Not all visi 
tors are buyers, and in 
stances there may be 


some in 
a good rea 
son. Listen to the complaints your 
customers make. Useful sugges 
tions and practical complaints 
should be carefully noted and pa 


ed immediately to the builder or 
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for Successful Selling 


By PHitip A. MCCARTHY 


Sales Manager, Fairhill, In 
Memphis, Tennessee 


sponsor for consideration in im 
proving 
struction 

An adver st i 


other hand 


future design and con 


comment. on the 


may be simply the re 


sult of misunderstanding. So re 
member that the house may sell 
itself. but it can't close the deal 


5) Keep the Model Home 
immaculate 


visited a bu lia 


Have you evel 
tion on a busy day 
Your model home wasn't design 
ed as a bu 
probably 
and as much rough use 
Provide ash trays 
ceptac le 


will 
visitor 


station, yet it 
have as many 
and trash re 
A through daily clean 
up is essential. And be sure to use 
laut of water to keep the outsids 


ground 


looking fresh 


6) If You Can’t Answer a Ques- 
tion, Don’t Make Up an 
Answer 


There shouldn't be 
the salesman 
Knowledge of the product 
and the competition will produce 
prompt 


any reason 
able question cant 


answet 


accurate fact jut keep in 


mind that many visitors may be 
home-owners and may know a fe 
facts themselves. One secret is to 


listen to questions carefully. Many 











a prospect has been cooled by a 
careless answer 


7) Know Your Subdivision 


Several different model homes 
have been constructed. Sales inter 
est in these models will determine 
future starts. A plot plan shows 
the disposition of the various mod 
els in the section of the subdivision 
to be developed next, and color 
chemes on roof, brick and exterior 
trim have been carefully worked 
out. Try to avoid making promises 
of changes in elevations and color 
schemes. Instead, sell the idea to 
your chent that the subdivision 
has been designed so that all homes 
will be displayed to their best ad 
vantage 


8) Keep the Plot Plan Up-to-Date 


As sales are made, this data 
hould be entered promptly on the 
master plot plan and the record 
constantly kept up-to-date... 


9) Know the Financing Terms on 
Each Model 


This doesn’t simply mean a 
knowledge of the ie el 
and amount of the monthly note 
Special financing arrangements 
are available through both VA and 
FHA for veterans, Questions will 
arise as to whether a veteran over 
seas can become a home owner 
Can an individual retired on a 
pension or an annuity buy? The 
alert salesman has these answers 
and many more at his fingertips 


10) Have Sales Contracts 
Pre-Drawn 


In addition to the model homes, 
draw up contracts on all the prop 
erties then being offered in the de 
velopment. Have these ready and 
waiting for the client 


11) Don’t Delay in Obtaining 
Earnest Money and 
Loan Application 


Che first period of any opening 
is a heetic time for a salesman 
Hundreds of visitors appear and 
customers seem to be everywhere 
Many folks, however, just aren't 
constitutionally able to make up 
their minds on short notice. Try 
the five-day breather, then follow 
up in earnest 
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arpen Your Sales 


ee - RP age 


By ARTHUR R. STORM 


Executive Vice President 
Geo. H. Beckman Inc. Realtors 
Teaneck, New Jersey 


In the months ahead, we are faced with an ever-expanding real 


estate market. Does this mean we can relax? Absolutely not, says 


the author, Competition will be keen. To make the public come to 


your door instead of your competitors’ you must be more aggressive 


and become a service station for real estate. 


FFECTIVE merchandising 

4 will be the key to success from 
now on, in my opinion. Aggres 
sive sales techniques must be dust 
ed off and sharpened up. You will 
need to give more post sales serv 
ice to be sure your customers are 
satisfied. More than 


ever your 
salesmen must realize they cannot 
be completely successful unless 
they honestly believe in their 


product, that now is the right time 
to buy it, and that they approve of 
the manner in which they recom 
mend that their prospects buy it 

For the rest of 1955 and the 
new year ahead, I would like to 
suggest Ten Demandments for 
your salesmen 

1) Your prospect has “inside in 
formation get it! 
Learn to ask questions, learn 
to analyze the answers, get the 
prospect’s “buying talk” be 
fore he gets your “selling talk.” 
Tell your prospect what he 
wants to hear the way he 
wants to hear it. 
Remember a sale, like a fight, 
can be won on points. It’s not 


) 


~ 


—_— 


necessary to always score a 
“knockout.” 


5) You “You” them and they will 
“oe you 

6) Simplify your sales talk. Con 
vince, do not Confuse 

7) Remember the value of an un 
derstatement 

8) Say less and show more 
people believe more of what 
they see than what they hear 

9) Use competitive information 


never misuse it 

10) People will forgive you al 
most anything but bad man 
ners, indifference to their 
needs, and mental and physi 
cal laziness. Remember that 
when a salesman wears out 
the seat of his pants before he 
wears out the soles of his 
shoes, he is making his con 

tacts at the wrong end 
In all closings, we must be sure 
of ourselves in handling the fear 
that bind and throttle a buyer. Re 
member, integrity and service will 
reflect the sense of balance and a 
right motive on the part of the 
salesman. Sensitivity and timing 





Your Prospect Will Want 
Answers to These Questions 


) 


5) What will it cost me? 





1) What will you do for me if I listen to your presentation? 
2) How can I be sure you can do what you promise? 
3) How will you get this end result you are promising me? 


+) For whom have you done this before? 
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echniques 


most the 


are important to pros 
pect’s thinking. Fear kills many 
real estate sales and weak sales 


men are responsible. Be sure to 

face facts and impart only whole 

truths. 

The buyer is often cheated from 
the many benefits of home owner 
ship because of incapable salesmen 
and the unsatisfactory answers to 
questions to which the prospect is 
entitled to complete and absolute 
ly truthful answers 

Most people are interested basi 
cally in themselves. They like to 
feel important. Every man is a 
“King,” his wife is a “Queen,” his 
daughter a “Princess” and his son 
the “Apple of His Eye.” He wants 
to feel sure of his security and that 
of his family. He admires the opti 
mist, because optimism breeds se 
curity 

There are three reactions in the 
munds of prospects that make sales 
1) You can interest people in your 

proposition so they want to 

know more about it; 

2) You can convince them it would 
be a good idea to buy your 
proposition; and 

3) You can persuade them to buy 
it right now 
I urge you to make it an abso 

lute law that you will never go 
into an interview until you have 
organized your presentation for 
that particular prospect by putting 
together the answers to these five 
questions directed at the dominant 
desire of your prospect 

1) What will you do for me if I 
listen to your presentation? 

2) How can I be sure you can do 
what you promise? 

}) How will you get this end re 
sult you are promising me? 

+) Who have you done this for in 
the past? 

>) What will it cost me? 

May I remind you that success 
ful salesmanship is 90% prepara 
tion and only 10% presentation 

In some business lines, sales are 
down. They're still what used to 
boom. but down from last 
year and there are only two ways 
to go Shut down, retrench. 
fire and cancel, or improve effi 
ciency. work harder. waste 
and do better. The former is the 
easier way (and how our enemies 
hope we will take it The latter 


less 
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is the American way not easy 
nothing magic about i! but 
it works! 
May I remind you that the toy 


industry has grown from an $84 
million a year business to a $900 
million giant. The United State 
was buying baby food at the rate 
of 170 million cans in 1940 thi 
year it is buying it at the rate of 
one and one-half billion cans. The 
electric power utilities reckon they 
will have to build as much new 
capacity in the next decade as they 
did in the last 75 General 
Electric estimates that in 1960 
the growth and replacement mat 
ket should mean total industry 
sales of 600,000 more refrigerator 
than in 1951 and 500,000) mors 
freezers, and 1.100.000 more rang 
es. There will be 10 million mors 
customers of cat 
1960 

One out of seven people in. the 
L'nited States is over 65 years of 
age. What are we doing to cater to 
this particular market? 

The automobile took people out 
of the home and television is bring 
ing them back into the home. The 
average marrying age is only 19 
Fifty percent of all homes in 
America over 30 years old 


years 


buying age by 


are 


No. 10 in a Series on Sales Training 


and many are obsolete 
Again | say to those in the build 
ing and real estate business, 
we making the most of this vast 
market and what are we doing to 


prov ide for it? 


today 


We must give a welcome, an elf 
fort. a service. We must show ap 
preciation and then. and only then 


will the volume of business take 
care of itself. Remember, sittin 
and wishin’ won't improve your 
fate. The Lord provides the fishe 


but you gotta dig the bait! 

In selling for the future. may | 
suggest. that you 

Take Time to Work It as the 
price of success 


Take Time to 
source of power! 


Think It is the 


lake ‘Time to Read It as the 
fountain of wisdom 
Take Time to be Friendly lt 


is the road to happiness 
lake Time to Look Around 
It is too short a day to be selfish 
Let us pray as though no work 
would ¥- and work as though 
no prayer would help, ‘Treat the 
other fellow as you would like to 
he treated Work hard, be consci 
entious, do not pay any attention 
to hours future 
l assured 


and your ucce 





ourselves? 





Why Qualify Your 
Prospects ? 


Proper qualifying of a prospect is most important. If we start off in 
haste and excitement to show a prospect a particular house and it 
happens to be brick, with a 100x150-foot plot, with a vestibule, tele- 
vision room, first floor powder room, three bedrooms, two baths 
with a stall shower, screened-in porch, open patio, rumpus room in 
the basement and a two-car garage, and then for the first time we 
find the buyer makes only $68 a week, it has not only been a waste 
of the prospect's time, a waste of the owner's and your time, but 
worst of all, it makes anything else we may show the prospect look 


like an outhouse by comparison. Why build up such a barrier for 


— Arthur Storm 
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Raising Real Estate 


Siandards 


Better education, better examinations are essential to raising the 


standards of real estate as a profession. Your license is something 


you've earned and have behind you, but your efforts should always 


be toward “an ever-increasing competency.” 


By ROBERT W. SEMENOW 


Secretary-lvreasurer 


National Association of License Law Officials 


[' IS AGREED that the prime 
requisites for a real estate li 
cense are, and should be, charac 
ter and competency. Unfortunate 
ly, not all license law statutes in 
clude both of these requisites for 
licensure, Thirty-nine states re 
quire an examination in order to 
qualify for a broker's license. In 
many of these states, the original 
act did not include a provision for 
examination, Certification of good 
repute and payment of a license 
fee were the sole requirements 
Here again, organized real estate 
groups, working in conjunction 
with license law officials, have 
heen responsible for the elevation 
of real estate standards by includ 
ing an examination amendment 
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If the real estate industry is 
to approach a level comparable to 
that of the traditional professions, 
it is essential that continued and 
renewed efforts be exercised to 
wards greater education of the 
real estate membership for an 
ever-increasing competency. A 
well-rounded educational program 
is particularly desired in these 
days of technical specialization 
NAREB long ago recognized the 
need for sound training in 
real estate fundamentals and prac 
tices. Today, great strides have 
heen made by the national group 
through its educational program 
and institutes, in providing an ex 
panded educational program. This 
national program has been supple 
mented by state and local real es 
tate associations which, in turn, 
have been implemented by the in 
stitutes. clinics and educational 
programs sponsored by license 
law commissions. In the larger 
communities of the country, add 
ed opportunity for real estate 
study and research are afforded 
by our universities and colleges 
There is a real and significant re 
lationship between education and 
competency 

As licensees become in¢ reasing 
ly alerted to the benefits of con 
tinued education, added incentive 
is created to the require 
ments of licensure through com 
prehensve and adequate examina 
tion. The same motive that initi 
ated license laws in the first in 
stance through the efforts of the 
real estate brokers themselves, 
should be intensified now to raise 
those standards higher 


basi 


raise 


In so do 
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ing. increased self-respect and 
prestige is bound to ensue. As in 
dividual members have become 
education-conscious, headway has 
been made towards increased edu 


cational requirements for admis 
sion to licensure. 
Examination Tests 
An examination of the ques 
tions asked by some states upon 
the broker’s examination are so 


simple and elementary as to re 
quire very little preparation or 
study. Frankly, they are not much 
better than no test at all, except 
that, since an examination is re 
quired, pressure can be exerted to 
make it mean something. Certain 
lv. in those license law states 
which are presently devoid of any 
educational requirement, organiz 
ed effort should be accelerated to 
raise the standards by an educa 
tion amendment. You will find 
the license law officials helpful 
and cooperative in this direction. 
The great drawback in the past in 
some states has been the ill-found 
ed fear that such an examination 
amendment would be required of 
all licensees. Thus, these fears 
must be dissipated before univer 
sal acceptance can be obtained. In 
those states where license laws do 
not exist at the present time, we 
must reluctantly, but realistically, 
admit that political expediency 
may dictate that a simple license 
law bill be introduced without an 
examination provision. It is bet 
ter to get a “foot in the door” 
through a mere regulatory statute 
than have no license law whatso 
ever. Experience shows that it is 
not as difficult to enact amend 
ments as it is to pass the original 
bill in the first instance. 

As an example, the Oklahoma 
license law passed in 1949 pro 
vides very simply that (Sec. 18) 
“Applications for license shall be 
in writing on blanks furnished by 
the Commission, accompanied by 
such information and recommen 
dations as it may require (as 
to good reputation for honesty, in 
tegrity and industry)”. Each ap 
plicant for license must post a 
surety bond of $1000. Subsequent 
ly, an examination requirement 
was added. 

The Territory of Hawaii passed 
an amendment in 1949 requiring 
an examination test for broker ap 
plicants. Incidentally, it is inter 
esting to observe that Oregon, as 
of January 1, 1940, deleted the 
bond requirement from the Ore 


(Please turn to page 40) 
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"With prices ranging from $13,750 to $15,200, the “Westwood” 


includes a color-coordinated kitchen 


automatic oven and broiler; exhaust fan; garbage disposer; built 


in dishwasher. Optionals: built-in 


with 


refrigerator, 





o, “ 


builtin gas range, 


washer, dryer. 


Making the most of the 
wood” combines privacy with ample space, 


the strong trend toward 





Bohannon'’s “West 


California climate, 


and capitalizes on 


“indoor-outdoor living.” Architectural 


fences, trellises and paved patios make full use of lots 


Meeting the Demand for Color 


| AVID D. Bohannon, promi 

nent Realtor and one of the 
country’s largest builders of plan 
ned community home tracts, is 
now offering buyers of homes in 
his Westwood tract at San 
on the San Francisco peninsula a 
completely built-in kitchen with 
all colors coordinated and harmo 
nized. In 28 years as a home 
builder, Bohannon has construct 


Jose 


The “Achievement Series” 


66’ x 95’, construction was kept to a minimal $10.50 per square foot cost The 


ed homes now occupied by some 
35,000 people 

“During this time,” Bohannon 
explains, ““we've learn 
pretty accurately what home buy 
ers want. To give them what they 
want, we turned to mass produc 


come to 


tion techniques to reduce costs. 

along with architect designs 
‘And today.” Bohannon con 

tinues, “the demand is for color 


by Bohannon features this four-bedroom plan. On lots 


open 


plan of the interior is well-suited to the broad sweep of the exterior 
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Fireplace, plywood 
pancling, sliding 
glass and overall 
size (living room is 
approximately 15’ 
x 18’) give the 
“Westwood” a lux 
ury look. Clean 
lines not only add 
to the appearance 
but substantially 


cut building costs, 


By KENNETH R. MacDONALD 


harmony within the home 


Homes now being built by Bo 
hannon in what he calls his 

Achievement Series” feature the 
entire kitchen in color, with built 
in appliances, walls, cabinet 
counters and flooring all coordi 
nated in matching or harmonizing 
finishes 


colors o1 Homes are on 


66’ x 95’ lots and were built at 
a cost of $10.50 pe square foot 
They sell from $1 34, 750) to $15,200 


Equipment is in place when the 
buyer moves in, with no installa 


tion costs or financing problems 


All are included in the regular 
monthly payments for the home 
As always, Bohannon make 


the most of brand names in hi 
advertising. These home 
Western Holly built-in ga 
automatic oven and separate broil 
er; Waste King garbage disposer, 
General Electric dis her; 
Vent--A-Hood cooking ventilator: 
Servel built-in gas refrigerator; 
Whirlpool washer and ga 


feature 
range 


h was 


dryer 














Should Builder Sales Agreements 


Be in Writing? 


You can find successful real estate companies on both sides of the 


fence on this question, Putting the agreement in writing is the safe 


way. The important thing is both parties should clearly understand 


what is expected of them. Carefully drawn, written agreements will 


help insure smooth “saling” in seliing your client builders’ houses. 


— LD you enter into a writ 
J ten agreement with your client 
builders? Or is it better to go ahead 
on a gentlemen's agreement, act 
ing on faith? 

There seems to be a great deal 
of floundering around on agree 
ments with builders real 
estate companies have suffered be 
cause they didn’t have a clear cut 
agreement, In such cases it’s not 
unusual to have to sue for unpaid 
commissions. This is costly and 
also damaging to a_ real 
Inman's reputation 

After checking with realty men 
around the country who enjoy 
much success with selling for 
builders, it seems safe to conclude 
that where the reputation and 
ability of the builder is not firmly 
established with years of experi 
ence in the area, a written agree 
ment is essential, Where there's no 
question about the good faith of 
your builder or builders, a gentle 
mens agreement is enough 
providing both parties know ex 


Some 


estate 


actly what is expected of them 
But if you want to be sure. you'd 

better get it down on paper 
This is not to say your client 
Never 


builders are not reputable 
theless, many builders have en 
yaged sales agents through neces 
sity and are sometimes not 
thoroughly sold on their value 


$2 


This lack of understanding breeds 
discontent and the feeling that 
perhaps the sales agent is not 
worth his commission 

This can be offset in nearly all 
cases by doing a better selling job 
on your client builders and getting 
yourself into a position where you 
call the shots and not the builder 
This is the pattern followed by 
many companies who make big 
business of selling houses for build 
ers 

If you pay the advertising and 
promotion (and charge a 
fair commission, of course), super 
vise the planning and merchandis 
ing of the project and handle the 
financing, there can be no ques 
tion you've earned your 


costs 


COMMIMLS 
sion 


Example of Written Contract 

Dennis S. Wagner. owner of 
the Wagner Company, El Paso 
is a good example of a Realtor who 
uses a written agreement, He will 
sell about 1,500 houses this year 
for builders. many of which will 
be in a 4,900 house subdivision 
just opened by Wagner. His total 


sales volume this year will be 
$16.5 million 
Here’s a rough outline of his 


agreement 


Exclusive Listing Agreement Be- 
tween Dennis S. Wagner of Wag- 
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Builder, 


ner Co. and 
El Paso, Texas. 
“The Wagner Co., Dennis S$ 
Wagner. Owner, will do all in its 
power to procure a purchaser for 
the homes located (give legal de 
scription here), El Paso, Texas. He 
agrees to do all publicity and pro 


motion, which includes newspa 
pers, radio, television and SIQTIS 


He agrees to hold a demonstration 
house open and have a Wagner 
Co. representative on duty 
10 a.m. to 6 p.m. 

“Wagner Co. and Dennis S$ 
Wagner, owner will be paid 4%, 
commission of the total sales price 
on homes in the above addition. 
which total is $ If Wagner 
Co. cannot obtain a_ purchaser 
within 60 days from when the 
home is completed, then I, (build 
er) have the right to list my prop 
erty with other agents, but Wag 
ner Co, still maintains a 
clusive listing.” 

Wagner says he performs these 
services for builders 

“We pick out all colors, interior 
and exterior. We give the foreman 
one copy of the color scheme, the 
purchaser one, and keep a third 
copy in our files. We collect $2 a 
day rent from the purchaser in 
case the home is finished but not 
ready We collect $60 in 
advance for this and refund the 


from 


non-ex 


to close 
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unused balance. We make an ap 
pointment and send our customer 
to the mortgage company to make 
his loan application. We then noti 
fy the builder that the purchaser's 
home is ready We send a 
closing statement to the title or 
mortgage company and tell them 
how much earnest money we have 
in escrow and how much rent we 
have received to this date, or if 
there are any extras on the home 
for which we have collected 

“After we come to an agreement 
between the purchaser and the 
builder, we collect for the extras 
In case this purchaser is not ac 
cepted for the loan and we cannot 
sell the same extras to the next 
purchaser, we lose that particula 
amount. To date, however, we've 
been very lucky and have 
able to sell these extras. 


to ¢ lose 


been 


Keeps Complete Records 

‘It is also understood between 
the builder and Wagner Co. that if 
we of the Wagner Co. make a mis 
take. we must pay for it. Or if one 
of our representatives makes a 
mistake, he pays. Now if the build 
er or one of his 
makes an error, 
likewise pay 


subcontractors 
then they must 
This understanding 


works very satisfactorily Wag 
ner says 
Wagner puts 


more on — 


than his sales agreement He eeps 
a file card record of each pur 
chaser, with a legal description of 
his property, name of builder. 
and other facts pertinent to the 
transaction. This shows the build 
er exactly what has done 
with each purchaser 

A clear understanding with pur 
chasers is essential. Wag 
ner furnishes complaint slips to 
buyers. The buyer fills the slip 
out in triplicate if he has any com 
plaints after moving in. Wagner 
sends the builder a copy, the cus 
tomer one, and keeps a third in his 
files. But before mailing the build 
ers copy, Wagner telephones him 
about the client's complaint 
When the builder receives the 
complaint slip, it 
minder and clears the 
Co. uf the builder says he was 
never informed of the complaint 

This.” says Wagner, “I find to 
be a very good idea.” 


heen 


also 


serves as a re 


Wagner 


‘We also use a receipt slip for 
any contracts, checks. or other in 
formation we give to any mortgage 
or title company or lawyer,’ Wag 
ner says. “Then we can go to our 
file and find where we have left 
any important document or check 
We book which tells 


pass out a 
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to take care ol 
has helped tre 


our customer how 
his homes. This 
mendously.”” 

Mal Sherman. baltimore Kea! 
tor, does not use written agree 
ments. He has been representing 
builders smal! and large in 
Baltimore since 1951 and present 
ly is the exclusive sales agent for 
14 builders who build from five 
to 100 houses a year 

Sherman has ditterent kinds of 
working agreements. In one build 
ers development 01 250 homes, he 
takes care of merchandising and 
and the builder pays all 
costs of advertising, brochures and 
signs. “Our commission represents 
a net figure with no expenses to 
be paid by us,” 

His commissions are 
the sales price, and in this de 
velopment all the preparatory 
work with the county, VA, FHA 
and mortgage company has been 


sales, 


Sherman says 
149% ol 


done by the builder. “We preter 
to have the builder pay all cost 
since he can decide exactly what 


he wants to spend for merchandis 
ing, and would not continually be 
after us for more advertising and 
merchandising than we are willing 
to spend,” Sherman says 

In another type of arrangement 
Sherman obtaims land tor the 
builder, tells him what to build 
obtains and has the builder pay 
for the plans from the architect 
arranges financing for land 
construction. He sponsors the de 
velopment through government 
agencies, pays all 
celves a commission 
the sales price 

In a third case. usually involy 
ing a small volume builder, She: 
man represents a builder who is 
building, say, 10 houses a year in 
the $25,000-and-up range. He han 
dles it much the same as an indi 
vidual property sale —— handles all 
merchandising and promotion and 
receives the tull 5% commission 


and re 
ol J1 » ol 


2/0 


costs 


Does Not Use Written Contracts 
Drucker & Falk 


lished real estate company im 
Newport News, Virginia, uses no 
formal contracts with its 
builders 

We give them complete ery 
ice including advice on land and 
on subdivision plans and specifica 
lions, handling and steering 
through FHA and VA, processing 
and often placing their financing 
as well as handling the sales ane 
advertising.” says k. FE. Falk. “In 
view of this. we have never 


a long estab 


chent 


found 
it necessary to have anything in 


writing with our client 
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Harry F. Hall Independence 
Missouri, enters unto an exclusive 

but unwritten 
ment with his client builders, He 
has exclusive rights to all house 
built in the client’s addition and 
to all vacant lots that the builder 
developer may sell to other build 


sales agree 


ers 

‘Our 
by the size of the subdivision and 
by the builder's volume,” say 
Hall. “We charge 5% for builder 
of less than 10 
High volume builders are given a 
rating as low as 344%. Our offies 
is allowed to keep all insurance 
business and loan brokerage com 
mission that may be paid by the 
lender.” 


commission is regulated 


houses pel yeat 


A List of Services 


Hall says he performs “any and 
all” services in a project He offer 
this as a partial list 


1) Helps select and buy land 


) >| 
2) Plans 


and grades 


street layout lot size 


}) Helps architect plan the house 
to be built their floor plan: 
and elevations, 


price range 


decorating and accessories 


+) Arranges interim financing 


iit loan money for builder 


») Handles zoning, writes and re 
cords restrictive covenants, e 
timates matter 


and similat 


6) Writes specifications and han 
dles problems in getting RHA 
and VA 


7) Handles all 


motional and sales work 


commitments 


advertising, pro 


8) Channels all buyer complaint 
them 
builder 


then checks and screens 
before passing to the 
Hall handles many trades. He 
makes them according to hi 
judgment, and it is his respons: 
bility the builder dos 
not lose money on such 
Where a profit is made on a trade 
usually receives 5° 
mission or half the profit 


ow? 


to see that 
busines 
in, he com 
which 
ever 1s greatet 

We try 


leamwork 


close 
Hal! 
found our sy 

tem of operation to be satisfactory 
I might add we have never had a 
builder leave us of his 
We system of 
using the bargaining power of our 
everal builder 


fo operate in 
with the builder 
ays, “and we've 


own vol 


lion believe our 
collectively aid 
both us and them a great deal i 
getting better financing and bet 
ter service from material up 
plier 














What Are You Doing for 


Your Loeal Industries? 





Your civic leaders and officials can spend thou- 
sands of dollars seeking new industries for your 
city and at the same time have existing industries 
move out, Unless there is a healthy economic at- 
mosphere for your existing companies, there is 
little hope for attracting new ones. Here is an 


authority's analysis. 


| ARDLY a day passes that my mail does not in 

clude literature, data-sheets and brochures that 
are sent out from chambers of commerce, area de 
velopment departments of various utilities, and in 
dustrial Realtors from all over the country 
of the brochures are, without a doubt, things of 
beauty. They are well designed and, obviously, rep 
resent a lot of time and money. I am glad to report 
that most of the material which we receive is care 
fully put away for possible future use. However, | 
cannot help but wonder if we are tackling this prob 
lem correctly, We spend literally millions of dollars 
for promotional work to bring in new industries. We 
travel from one end of the country to the other, in 
terviewing businessmen, in the hope that, through 
our efforts, they will be induced to locate in our area 
I have no quarrel with this, but in our zest to bring 
in new industry we too often completely forget about 
our existing industries — those industries which have 
been and are the very backbone of the business ac 
tivity of our communities 

Is it sound to seek new industry while at the same 
time our existing industries are moving out? Every 
business has its own axioms of conduct and the real 
estate business is no exception, One of the first truths 
to be learned in selling property is that the best pros 
pect is the present tenant pe best prospect is your 
present ieee It is a present asset and not a fu 
ture hope 

Perhaps if you would allow only one tenth of your 
industrial development budget and your time and 
effort to encourage the expansion of your existing in 
dustries the return might be tremendous. Did you 
ever as much as thank your present industry for its 
past and continuing contribution to the economi 
welfare of your community? Have you ever asked 
the managements of your present industries if they 
are faced with problems where you might be able to 
assist them in (nding answers? Do you sit back and 
watch legislation be passed that unnecessarily re 
stricts your industries or places them in a non-com 


Some 


petitive position? Do you induce outsiders to come in 
to your communities by offering low rent or free 
rent, while at the same time you ignore your pre 
sent industries? 

It is a serious problem and deserves serious thought. 
Do not wait until the prospects of a “ghost town” 
are upon you before you become aware of your exist 
ing industries. By that time it is usually too late to 
change the picture 

Now “Why does an industry locate here instead 
of there?” There is no formula or rule for selecting 
an industrial site. The weights to be placed upon the 
many factors affecting an industrial site Lennde 
upon the evaluator, upon the type and size of the 
industry, and, to a certain extent, upon the particular 
political and economic conditions prevailing at the 
time the selection is made. The only general rule 
that can be set forth is to select a site where the total 
cost of production, overhead and distribution is a 
minimum and competitive 

There are three distinct phases in selecting an 
industrial site 

1) The selection of the region or general territory 

2) The selection of a particular locality in that 

region 

3) The selection of a particular site in that locality. 

To illustrate: Let us assume the XYZ Company 
wants to build a new plant and its studies dkeaie 
that the region or general territory for its new plant 
is to be the Great Lakes Region rather than the At 
lantic Seaboard or the West Coast or the deep South. 
That is the first phase of site selection. 

After the general territory is selected, let us again 
assume the XYZ Company has decided upon a loca 
tion in the State of Ohio rather than Indiana or Penn 
sylvania. That is the second phase of site selection 

Up to this point, and assuming that the XYZ 
Company is a large industry which has its own 
market development and market research depart- 
ments, there isn’t much that any of you can do to as 
sist it. The various studies that the XYZ Company 
had made that would lead it to select the State of Ohio 
as the site of its proposed new plant would include a 
complete analysis of the market (past, present and 
future), the assembly of raw material, cost of dis 
tribution of the finished product, facility size, effect 
of the proposed plant on existing company plants and 
the effect of the proposed plant on competitive pro 
ducing plants in that area 

The third phase of industrial site selection, name 
ly, the selection of a particular site in that locality is 
the phase in which you can play an important part. 
That is the phase that might narrow the selection of 
the State of Ohio to, let us say, the City of Columbus 
and to a particular location in Columbus. 

You should have in a form available to industry 


*Adapted from a talk before the ‘Industrial Development Clinic’ in Co . 
lumbus, Ohio, sponsored by the Ohio Chamber of Commerce factual and dependable information with respect to 
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the factors mentioned hereafter. Such information 
should be free of flowery language and ambiguous 
phrases which tell nothing, but instead arouse sus 
picion that “all is not well.” You should treat in 
quiries with utmost confidence. 7o me, confidence ts 
the most valuable commodity that you have to offer 
to industry. Nothing can more completely upset well 
laid plans than premature public knowledge of such 
plans 

You should also be imaginative and realize that a 
certain degree of flexibility oftentimes exists in an 
industry's plans. To illustrate, if we tell you that 
we are interested in a site of about forty acres, don’t 
limit your search to sites between forty and forty-two 
acres and within one-half mile of the approximate lo 
cation we designate 

Another point concerns the practice of subsidies to 
induce industry to locate in your area. Such subsidies 
the form of free rent or reduced 
rent in existing buildings, or other such concessions 
No doubt this practice has merit in some instances 
For example, I heard about a case in New England 
where several million square feet of factory space 
had been thrown on the market as a result of the 
textile industry Obviously some conces 
sion, such as reduced rent, must be 
industry to come into that area. In 
subsidies should be used with joth =the 
giver and the incur obligations that may 
later restrict freedom of action by either party. This 
in turn may not be to the best interest of the com 
munity. It may with the community's 
right to govern and management's right to manage 

To return to the third phase of site selection, some 
of the which election to 
a particular city and to a particular site in that city 
are 


are sometimes in 


moving out 
made to induce 
yeneral, however 
caution 
receive! 


interfere 


factors could narrow the 


1) Economic proximity to natural resources or raw 
material essential to the operation of the plant 

2) Availability of utilities and thi 
water. electricity and sewers 


includes gas, 


3) Transportation facilities including rail. high 
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ways. waterways, river and harbor facilitie 
The presence of an airport in the area is also 
becoming increasingly important so that man 


agement can get to and from the plant more 
quickly 
+) Zoning Do 
and 


) 


you protect industry from re 


sidential commercial encroachment an 
vice versa 


») Are your building codes modern? 


6) What's the attitude of 
If it is predatory, it may result in ruimou 


your local government? 
Laxe 


and political restriction 


/ Are there rea onable regulations covering the 
disposal of industrial waste product 


4) Are the adjacent industries desirable or un 


) 


desirable 


market I 
available and } 


killed, 


9) Labor 
labor 


there an ample supply of 
it the ly pe of labor re 
killed and unskilled? 


quired, Le emi 


What is the history of your labor relations? 
Has it been harmoniou 

10) Adequacy of the ite it elf It must be large 
enough to provide for today condition in 


cluding parking, and future expansion 


conditions. Do you have damaging 


flood 


rain? 


11) Climate 
windstorms or 
heat. 

12) Availability 
recreational 

And last, we 
the physical condition of the land. Both must be con 

The true cost of the land 4 

the cost of 
preparation includes the demolition of present build 


and exc ive humidity 


now or 
chool 


cultural and amusement facilitic 


of good housing and and 


come to the matter of land costs and 


idered together the pul 
chase price plu preparing the site. Site 
grading, over-coming undesirable 
Well pre 


more but it may be cheap 


ings and facilities, 


ubsoil conditions. and other such item 


pared land naturally cost 


er in the long run. However, when the total cost of 


land is excessive, the project sometimes dies before 


it even gets started 
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altemade on-— 


® New Housing Law 

® Credit Restrictions 

@ Public Housing 

@ Hoover Commission Report 
@ Outlook for 1956 


a 7 ei 


NAREB president says 1955 law is “essentially an extension of 


existing programs 


..” Tightening of credit terms won't have 


much effect on Realtors’ activities, either, and he doesn’t agree 


with those who think public housing is making a comeback. 1956 
will be “another year of high volume.” 


1) What is your opinion of the new 
housing law, especially as it will 
aflece home buying and home 
building? 

1 regard the housing law of 1955 
as an interim kind of measure. It 
is essentially an extension of exist 
ing programs, breaking no new 
ground comparable to the impor 
tant advances that were made in 
the Housing Act of 1954. Since a 
study commuttee is already at work 
to Obtain background information 
lor next year’s housing legislation, 
we can probably expect more com 
prehensive enactments next year 

Meanwhile, we have in the '55 
acta continuation of programs that 
will make their important contri 
butions to a year of near-peak levels 
in home building and home 
ing 


buy 


2) You have spoken against the re- 
cent tightening of FHA-VA cred. 
it terms. Would you state briefly 
how you believe this will affect 
the average Realtor’s business in 
the immediate future? 

I do not believe the recent curb 
ing of the insured and 
guaranteed programs in themselves 
will have a measurable eflect on the 
Realtors business ino the 
immediate future, ol curtail sales 
to any great extent, However, fu 
ther curbing of credit might have 
an adverse affect on the market. 

To the extent, however, that this 
action of government 


credit. in 


ivwerape 


in reaching 


sh 


lor the control of home buying 
credit may express a lack of confi 
dence in the stability of our home 
market, it may have a psychologi 
cal effect that will bring some 
financing difficulties to Realtors in 
their marketing operations 


$) It would seem from the unfortu- 
nate hassle in Congress over pub- 
lic housing that the public 
housers are gaining strength. Is 
the private housing industry be- 
coming complacent about public 
housing? What can Realtors and 
builders do to renew the fight 
against socialized housing? 
I do not believe the view that 
public housing is gaining strength 
to be a correct appraisal. Actually, 
the subsidized housing program got 
a smaller authorization for a short 
cr period of time than had been 1 
quested by a conservative adminis 
tration. In the process, the backers 
of public housing showed more 
clearly than before, I think, 
their lack of genuine concern ovei 


cVvol 


the grievous problem of slums it 
problem that has been used to ob 
tain much support for public hous 
ing in the past 

By insisting that they could not 
be tied to a city’s workable program) 
to attack the slum problem, I be 
lieve they have alienated a great 
many sincere people who will r 
view the argument for public hous 
ing more critically in the future 

Certainly, the private housing in 
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dustry of the nation Is in no way 
becoming complacent about public 
housing I know ol no segment ol 
the industry that accepts the prin 
ciples of government-owned-and 
operated shelter 


Those who feel as we do, that so 


cialized housing does more harm 
than yood, should insist that in 


housing legislation there be an end 
to the tricky procedure of omnibus 
legislation. \s everyone who has ob 
served the actions of Congress well 
knows, if public housing proposals 
were put into separate bills and 
considered on their own merits, if 
is extremely improbable that they 
could gain Congressional approval 
\s you know, the House of Repre 
sentatives, in adopting the housing 
measure this year, refused to ap 
prove any public housing whatso 
ever. The tact that public housing 
proposals were simply parts of an 
omnibus bill containing 
having no essential relationship to 
public 
COMpromitse in conterence commit 
tee that 
tained if public housing were being 
judged on its own merits apart from 


measures 
housing, made possible a 


could not have been ob 


Henry G. Waltemade of New York, 1955 
president of the National Association of 
Real Estate Boards, has over 30 


years’ 
experience in the real estate business 
Long active in Association work, Wal 


temade has been president of the Bronx 
Real Estate Board, the New York State As 
sociation, the Realtors’ Washington Com 
mittee, and a NAREB director since 1945 
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these extraneous matters 


4) What is your opinion of the 
Hoover Commission's report on 
the government's housing agen- 
cies? If its recommendations were 
followed, would the FHA be able 
to live within its budget and at 
the same time administer its ex- 
panded program? Was the re- 
fusal of the full requested FHA 
budget a move by Congress to 
force FHA and related agencies 
to streamline their systems? 

The Hoover Commission's recom 
mendation on FHA proposes that 
the agency provide its own finance 
ing without going to Congress. We 
interpret this 
involve a substantial change in 
FHA’s capital structure and the 
elimination of the 
guaranteed debenture, which has 
made the FHA 
Such a change would cancel out 
more than 20 years of sound evolu 
tionary progress in home financing 

We continue to support the FHA 
system that has permitted the vast 
pooling of mortgage risks, thereby 
enabling homes to be financed un 
der terms which mect the pocket 
books of the millions of families of 
average o1 below-ave rage mcotnie 

I do not believe there 
lationship between the recent FHA 
budget cut and proposals lor reo 
ganization. Apparently 
simply assumed that the budget fon 


recommendation to 


governing nt 


system successtul 


Was any re 


Congress 


FHA’s self-sustaining operation, 
like the budgets of more usual gov 
ernment sately 
cut with an invitation to the agency 
back for a deficiency ap 
propriation, Probably the hurried 
last-minute nature of the 
tlso had its part in this budget cut 


agencies, could be 


to come 


action 


5) What is your outlook for 1956 on 
real estate sales volume, supply of 
mortgage money, home building 
volume? 

Reports I get in traveling 
through the nation indicate that 
1956 will be another year ot high 
volume real estate activity, prob 
ably greater than 1955. Recent find 
ings of the Federal Reserve Board 
on consumer intentions to buy bol 
ster this view. We have a stabilized 
high level of new home construc 
tion which | believe will continue 
in 1956. I don't think we're going 
to have grievous problems in the 
availability of mortgage funds, but 
money may be a bit 


tight r next 


year. Raising of the Federal Re 
serve re-discount rate is already 
making some paper competitive 


with real estate mortgages, but we 
will still have 
money seeking outlet in mortgages 


a good volume ol 








Homebuyers’ Guides 


Help Prospects 


Sales are often lost because prospects saw so many properties they 


couldn't remember much about any one. ¢ hicago Realtors are using 


a printed form to help prospects record vital facts. 


times you 


| OW many have 


shown a home to a 


prospec 
tive buyer. 


and watched him use 
a crumpled slip of paper or the 
back of an old envelope to write 
notes about the house? Without 
this information, many people 
who look at several homes before 
they buy. find it hard to remember 
all the important things about an 
individual home. Sometimes a 
buyer will make notes in a sys 
tematic way but more often 
they are an unorganized hodge 
podge. 

Realtors in the Greater Chi 
cago area are providing their cus 
tomers with an interesting 
service helpful “Homebuyer's 
Guides” for customers to use in 
writing their own notes about the 
homes they inspect. After the 
Realtor has made up a list of 
homes for inspection, he gives the 


new 


prospect a pad of the Guides so 
that the prospect can fill out and 
keep his own check list of each 
home's physical characteristics 
figures on taxes and maintenance 
costs, and notes about the home 
location with respect to 
shopping and transportation 

Some Realtors the 
as part of an integrated promo 
tional service. Adler & Maxon of 
Highland Park, [linois bind them 
into an inexpensive looseleaf fold 
er, together with a map of the sub 
urb. This particularly 
appreciated by a customer from 
out of town, who may want to 
send his family descriptions of the 
homes he has seen 


S¢ hools. 


use (Guides 


service 1 


John Hall, District Sales Man 
ager of Baird & Warner's Park 
Ridge. Illinois office, provide 
prospects with a supply of the 


Homebuyer's Guides, together 
with a map of Park Ridge and a 
lead pencil imprinted with the 
firm’s name 

Customers are enthusiastic in 
their response to this extra service 
And it’s easy for 


them to get in 


the Realtor who first 
showed them the home. 
each Guide is imprinted with the 
company’s name, address and tele 
phone number (taken directly 
from a business letterhead or card, 
in the same type style 

The Homebuyer's Guide was de 
veloped by Dr Dik Warren 
Twedt, a psychologist, when he 
and his family seeking a 
home in Wilmette, a Chicago sub 
urb. In comparing homes they had 
seen, they had difficulty recalling 
important details about individual 
homes and location 
a check list system for rating the 
different features of a home on a 
single looseleaf sheet. It proved “) 
useful to him and to friends who 
were also seeking homes, that Di 
Twedt copyrighted the system and 
is now offering it to Realtors as a 
promotional service to prospects 


touch with 


because 


were 


So he devised 


Homebuyer's Guide has checklist for prop 


erty facts; enables 


prosper {t to 


compare 








intelligently after seeing many houses 
Twedt's 
to a lifetime investment 
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How Do Lenders View Prefabrication? 





W. C. Rainford 


V ASS-PRODUCTION of auto 
} mobiles is the outstanding 
example of American industrial 
accomplishment during the first 
half of the 20th century. The auto 
industry began the industrial revo 
lution based upon mass-produc 
tion. Even this would not have 
been accomplished without a fi 
nancing method to support a mass 
market for such products 

The modern amortized mort 
yage loan has created such a mat 
ket for homes. The insured or 
guaranteed mortgage has permit 
ted large investors to operate on 
a national The favorable 
terms of these loans have extend 
ed home ownership to millions of 
families. ‘These two accomplish 
ments alone have resulted in a 
significant advance in our living 
standards and in increased econo 
mic stability 

Since mass-production is so 
much a part of our industrial 
know-how, it is only logical that 
it should extend into home-build 
ing. Since 1940 the merchant 
builder has gradually emerged. He 
has undertaken large-scale 
dential construction using 
production to a greater or lesser 
extent. His techniques vary from 
partial site-fabrication to the com 
pletely factory-built house 


s¢ ale 


resi 
riass 


Our company finds the prefabri 
regardless of how it 
well-suited to mod 


cated house 
is defined) is 


38 





To get the viewpoint of mortgage lenders on prefabrication, the 


JOURNAL asked the opinion of a mortgage banker whose company 


has done a great deal of business in prefabricated housing loans. 


He cites these advantages: 


@ Standardization of parts means uniform security 


@ Product has a known quality 


@ Dealer or builder has an established reputation and ability 


@ Construction financing is more easily arranged 


By W. C. RAINFORD 


President 
Mercantile Mortgage Company 
Granite City, Hlinois 


ern mortgage financing. To distin 
guish between the varying degrees 
of prefabrication is unimportant 
since most of the advantages to the 
mortgage company are bound up 
in the mass-production idea 

Prefabrication realizes most of 
from standardiza 
tion of parts, which permits direct 
control of quality. Economies of 
prefabrication demand that the va 
riety of floor plans be limited, but 
may provide for many architectur 
al variations and, at the same time, 
offer the most in livability and ef 
ficiency to the greatest number of 
buyers 


its economies 


This means the mortgage com 
pany has uniform security for the 
mortgage which is offered to the 
The investor is offered a 
product of known quality which 
can be identified by a typical plan 
and elevation, to be constructed in 
a builder of known 
experience. In considering the pur 
chase, the large investor has only 
the question of location to deter 
mine 

Prefabrication, by its approach 
to assembly line techniques, sug 
gests construction in large projects. 
where street, land, and utility im 


investor 


most cases by 


November, 1955 NATIONAL 








Real 


provements can also be installed 
most economically. This means the 
investor can determine in advance 
the acceptability of the location 

This leads to another advantage 
for the mortgage company. Con 
struction financing is more easily 
arranged and is more economical 
in such projects. There is less risk, 
since cost factors, including those 
for land improvements, are more 
easily controlled 

Since World War II, over 50% 
of our company’s volume of new 
construction financing has been 
secured by prefabricated houses 
We have found that most large in 
will purchase mortgage 
loans secured by such projects 
These investors occasionally set up 
certain physical or architectural 
requirements of their own. For the 
builder to meet such requirements 
it is necessary to negotiate with 
one producer, not with many indi 
vidual builders 

In many cases the manufactur 
er has conferred with the investor 
and together they have worked 
out a more acceptable product at 
small increase in cost, if any. This 
can be done economically because 
the investor is dealing with one 
producer, while the results will be 
reflected over the producer’s en 
tire shipping area and in the prod 
uct of all the builders 

Except for these over-all advan 
tages, financing of prefabricated 


vestors 
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houses is no different from finan¢ 
ing of conventional types of con 
struction. Mercantile Mortgage 
Company consults with the build 
er on his project plans. If the proj 
ect involves Sevdlameast of a new 
subdivision, the site plan is pre 
sented to the appropriate FHA 
field office for approval or recom 
mendation of FHA’s land plan 
ning division. After the final plans 
are determined, the plat of the 
project is prepared identifying 
the type of house to go on each lot 
and the elevation to be used. Typi 
cal floor plans for each type of 
house are presented, usually iden 
tified by name, along with the var 
ious elevations. An application is 
then filed with the FHA field of 
fice for a builder-firm or condi 
tional commitment. After the com 
mitment is received, the project is 
submitted to the investor for his 
commitment to purchase the loans, 
Arrangements for construction 
financing can then be completed 
Wherever possible. construction 
financing is arranged with a local 
bank. If necessary, a participation 





with a larger correspondent bank 
is arranged 

The bank is presented with a 
commitment from the eventual 
loan purchaser a builder-firm 
commitment from the FHA to as 
sure liquidation of his construction 
advance. Advances will 
ed by a mortgage on all of the lots 
involved. The bank may also re 
quire a performance bond depend 
ing upon its experience with the 
builder or sponsor 

After the arrangements are 
completed, the producer or manu 
facturer of the prefabricated pack 
age may desire a letter of credit 
from the Mercantile Mortgage 
Company outlining the terms 
under which the package will be 
paid for. Frequently, provision is 
made that the check for 
be mailed direct 
turer 

Construction advances are at 
ranged to suit the particular build 
er’s program. In most projects two 
advances are made, the first at the 
time the package is delivered. The 
advance may be for the cost of the 


he secul 


progress 


to the manufac 


the final ad 
thereafter to 
erection, el 


package only with 
vance made shortly 
include the cost of 
The Mercantile Mortgage Com 
pany makes the necessary Inspec 
tions for such advances. In proj 
where a letter of credit 1s 
given to the manufacturer, a copy 
of the bill of lading or delivery 11% 
voice is mailed to us by the manu 
facturer 

After completion and sale of 
each unit in the project, the pur 
chaser’s application is taken, and 
if acceptable, is submitted to the 
FHA for the firm commitment to 
the owner occupant After approy 
al of the purchaser, arrangements 
are made for closing the loan. At 
the closing. the construction ad 
vances are liquidated and the bal 
ance paid the contractor 

In this type of mortgage finan 
ing the cost of putting the addi 


ects 


tional servicing on our books is 
negligible for the reasons previ 
ously outlined. Our experience in 


servicing the loans on such proj 
ects compares very favorably with 
the balance of our portfolio 


Are Prefabs Gaining an Edge Over Conventional Construction? 


FPHE prefabricated house may 

soon hold the edge over its con 
ventionally-built neighbor in the 
favor of mortgage investors, ac 
cording to Robert H. Wilson, presi 
dent of Percy Wilson Mortgage & 
Finance Corporation. 

Wilson observes that conserva 
tive institutional leaders are con 
tinuing to accept prefab homes on 
an equal basis with conventional 
ly-constructed dwellings, although 
they can now be as selective as 
they wish. Two years ago, when 
the supply of mortgage funds tem 
sana exceeded available invest 
ments, these investors began ac 
cepting prefabs they would have 
otherwise turned down. just to 
keep their portfolios filled. Today. 
they are saline them by choice 

Why the change in investor at 
titude? Wilson believes it is be 
cause we are moving into an age 
when prefabricated homes will be 
as much a part of our way of life 
as automobiles, refrigerators, rang 
es, and television sets 

“Construction are con 
stantly rising to the point where a 
large percentage of the population 
cannot afford to build by conven 


costs 
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tional method he points out 
“Just think how few people would 
own automobiles if they were built 
by hand! Factory-made sections. 
panels and entire houses are 
America’s way of letting more and 
more of its population improve its 
standard of living.”’ 

The differential between 
most factory-built, packaged homes 
and comparable conventional 
houses. Wilson around 
20% « Apart from the cost factor. 
home buyers and mortgage inves 
tors are discovering that the pre 
fabricated home in many 
a better house. “Good machines 
make few mistakes, and the pre 
cision and accuracy in a prefabri 
cated home should make it better 
than one built step-by-step, piece 
by-piece by human labor,”’ Wilson 
stated. 

The Chicago mortgage banker 
credits the recently improved posi 


cost 


ays, IS 


ways 1s 


tion of prefabs in the mortgage 
market largely to keen and grow 
ing competition in the prefabri 
cated 2 arn which has brought 
about more diversified styles and 
better developed houses, leading 
to greater public acceptance 
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The gap between the two types 
of construction has greatly nar 
rowed, not only in the opinion of 
the investor, but also in that of the 
city council, appraiser and most 
important, the home owner,” he 
stated. To close the gap completely 
and put the prefabric ated house in 
the lead, Wilson said the industry 
would have to take at five 
major steps 

1. Offer 
basi 
of homes 


least 


variety in the 
so that group: 
would get away 
from the project appearance 


greater 
models, 


2. Develop exterior finishe 
such as brick or metal, as a 
departure from the standard 
use of frame, shingles and 
plywood 

3. Promote use of larger floor 
area to allow for more stor 
age 


+. Supervise dealers, so that they 
will do everything possible to 
improve the neighborhood by 
better land planning and 
greater variety in design 

Do a better public relations 
and selling job with city offi 
cials and councils 

While prefabricated housing i 


4 
»? 
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INTERIOR TYPE 


018) nm application costs using 


CORD sheathing. Walls sheathed 


twice as strong. On root 
hrink or swell; the finish 
by buckling. PLYSCORD 
mooth, level working plattorn 


mak-free. Remember PLYSCORD! 
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booming in the suburbs, particu 
larly in such big developments as 
Meadowdale near Carpentersville, 
financed through the Wilson firm 
Chicago’s rigid building code inhi 
bits this type of construction with 
in the city limits 

The Chicago area is regarded a 
the biggest market for prefabr ca 
tion in the Midwest. and the Mid 
west is far ahead of other sections 
of the country in applying prefab 
techniques. Nationally, the indu 
try expects to account for 10% of 
single-family dwelling starts thi 
year, or 100,000 houses, but in the 
midwestern states, percentages run 


) 


upwards of 20%. according to Pre 
fabricated Home Manufacturers 
Institute 

From the point of view of the 
mortgage banker, Wilson states it 
is easier and more profitable to 
make construction loans for pre 
fabricated houses than for conven 
tionally-built ones. This is because 
of the speed in which the packaged 
home is completed. With the same 
working capital, a mortgage bank 
er can finance many more pre 
fabricated homes in the same peri 
od of time than he can finance 
conventionally-built homes 

Here, where building is a sea 
onal business, prefabrication 
makes it possible to get under roof 
and closed in a day. so that con 
struction may continue through 
pad weather and the winter 

“Once construction is started, 
prefabrication does not allow for 
radical changes. Conventional con 
struction owners often make 
enough changes during the con 
struction period to necessitate 
FHA-VA change orders, VA valu 
ation increases, and re-negotiation 
of the investor commitments, all of 
which cause the mortgage banker 
a great deal more work without ad 
ditional compensation,” he added 


Real Estate Standards 
(Continued from page 30 

gon license law of 1919 and sub 
tituted an examination require 
ment. Education and examination 
are foremost in the preparation 
of a licensee in the proper and 
competent discharge of his duties 
as broker No state can do less 
in its protection of the public 
than to insist that an individual 
invested with a license should 
demonstrate that he is duly quali 
fied to hold such a license. In pass 
ing an examination requirement 
there is also a psychological ad 
vantage to the licensee himself 

he earned his certificate. The 
holder generally will view his li 
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cense with a just pride and right 
fully consider it the most valuable 
asset in his place of business. 


Apprenticeship 


Closely allied to the examina 
tion requirement as a prerequi 
site for a license is the important 
requirement of apprenticeship 
Apprenticeship is not the same as INSIST 
an experience requirement. In the bv 4 
strict sense of the word, appren ‘ 4 On THIS 
ticeship through holding a sales 
man’s license, represents earned GRADE 
experience. But obviously, an in 
dividual may acquire experience 
without the necessity of a formal 
license as a salesman. In New 
York, for example, an applicant 
for a broker’s license must have a 
salesman’s license for one year or 
two years’ experience It is also 
true, unfortunately, that a person 
may serve a statutory apprentice 
ship period and acquire no experi GENUINE 
ence whatsoever. Let us briefly DOUGLAS FIR PLYWOOD ~ 


examine the present day require 


ments relating to apprenticeship CORD 
and experience 


INTERIOR TYPE GRADE CD 


TRADEMARK 


Active Experience 


California, in 1949, amended its SHEATHING 


license law so as to require at 
least two years’ active experience 
as a licensed real estate salesman, 
or equivalent experience, or show 
that the applicant graduated from 
a four year college or university, 
specializing in real estate courses 
Imagine the job the California 
Real Estate Commissioner’s Ad 
visory Board had in passing upon 
that “equivalent experience” pro 
vision when you observe that 
there were an aggregate number 
of all licensees in that state for 
1949, in excess of 80,000 
THIS distinctive PLYSCORD 
Satisfy Commission identifies genuine DFPA fir plywood 


In New York, as has already | quality-tested by DFPA to protect the 
been pointed out, the prerequisite 


assure performance. Write { 


or ney 
is a salesman’s license for one | ? 
year or two years experience; alculator nanday 
Oregon requires one year; Penn nailing procedure 
sylvania requires two years’ ap 
prenticeship as a licensed sales 
man. In New Jersey. as John N 
Harkins, the Chief Examiner-In 
vestigator points out, the appren 
ticeship requirement really means 
what it says. An applicant for a 
broker’s license must satisfy the 
Commission that he is duly quali 
fied by having served a bona fide 
apprenticeship, Searching inquiry 
is made as to how many hours 
the applicant has actually pent 
in the broker's office and how 
many deals he has participated in 


Sletiur. 
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The Farm is Closer Than You Think 


pawn glee one hears the 


remark from real estate brok 


ers, “I don’t bother with farm 
listings. Very few farmers come 
into my office my business is 


confined to the city.” 

If we as real brokers 
would stop to analyze every pros 
pect that comes into our office, we 
would find that among the city 
folks, there are many prospective 
farm buyers. Deep down in the 
hearts of a vast majority of the 
American people there is the de 
sire to some day own a piece of 


estate 


By FRANK W. BAUMANN 


President 
National Institute of Farm Brokers 


isance to the neighbors or a prob 
lem to themselves. 

Also, there are those who wish 
to retire from their present busi 
ness or jobs, but feel they want 
something to keep them partly o¢ 
cupied, A case in point we had 
a man operating a dry cleaning 
establishment for 30 years. He 
sold his business and home in the 
city, bought a small farm, has a 
flock of chickens, a large garden, 
and has the neighbor operate the 
balance of the farm on a share 
basis. No more definite hours for 











If you ignore farm listings, you're passing up a lucrative source 
of business. Even in the cities there are prospects for farms and 
suburban acreages, “for deep in the heart of everyone is a desire 
to own a piece of land,” says our author. Like other specialized 
types of property, you must know how to list a farm properly. 























land. That has been a_ tradition 
in America ever since our fore 
fathers first set foot on American 
soil. Who are the prospects for 
farms in the cities? There are 
several classes of prospects to draw 
from 

First, there are those who have 
accumulated money to invest, and 
if approached properly, are not 
too ene to convince that money 
invested in good American soil 1s 
a safe and sound investment. It 
is true that prices of land have 
varied, but the fact remains, that 
our soil is the basis and founda 
tion of all our wealth. Without it 
all else will fail 

Another class of prospects are 
those who would love to live away 
from crowded city conditions, to 
raise their families, where pets for 
the children and riding horses for 
Mom and Dad can be kept without 
worrying about their being a nu 


42 


him he works when he feels 
like it, and his cost of living is far 
less than it would be in the city 

The above are just a few of the 
prospective farm buyers that come 
into a real estate broker's affice 
It is up to us as brokers to show 
these prospects the advantages of 
living in the country, and invest 
ing in farm land. We should first 
of all, educate ourselves so that we 
are qualified to advise those not 
familiar with farms and farm 
values 

In my opinion, there are three 
important steps in handling farm 
property. The first, is to list it 
right, check the entire farm 
thoroughly, determine the exact 
boundary lines, check carefully for 
type of soil, noxious weeds, fertili 
ty, erosion or drainage problems 
Make a_ thorough inspection of 
buildings, well or other water sup 
ply, fences and any other improve 


November, 1955 


NATIONAL REAL Estatt 


ments; and after thoroughly check 
ing, list at a price that is fair and 
reasonable in the community in 
which it is located 

The second step, is to show it 
properly. It is better to call the at 
tention of the buyer to some hid 
den defect, than to have him dis 
cover it later. We must have the 
buyer's confidence, especially if 
he is not familiar with farm land; 
insist that the prospective buyer 
goes over the entire farm care 
fully. and be ready to advise as to 
kind of crops for which the soil of 
each particular farm is suited. 

The third step is closing a deal 
conscientiously. At times a farm 
buyer, in his eagerness to own a 
farm, will over-estimate his abili 
ty to pay. We as brokers should 
at all times see to it. where financ 
ing Is necessary, that the required 
payments are such that they do 
not become a burden on the buyer 
As brokers, we have a definite 
duty to perform for the seller 
he is the one paying us our com 
mission, and we should use our 
best efforts to do a job for him. But 
we also have a duty to perform 
for the buyer he will be our 
new neighbor, and the buyer of 
today will be the seller of tomor 
row. If. in our first deal with him, 
we show him that it is our aim to 
be just and fair with all parties 


interested, he will certainly be 
back if and when he decides to 
sell. 


We as farm brokers are deal 
ing in the best commodity on the 
market. Man may build more 
cities and factories, and manufac 
ture more automobiles and the 
like, but man will never make 
more land. God created all there 
ever will be in the beginning, and 
that in my opinion, creates the de 
sire in the vast majority of Ameri 
cans to own land. If we as brokers 
establish a reputation in honest 
and fair dealing, we will find pros 
pective farm buyers wherever we 
find American people 


AND BuILDING JOURNAL 





oo ghrtadayg 





Leading San Francisco Builder Chooses ‘Pioneer’ by American Kitchens — 


Kitchens of natural birch and antique copper 


featured in 1100 medium-priced homes 

















“They add comparatively little to our costs, and the homes practi- 
cally sell themselves”, say partners of Standard Building Company 








“It's hard for a builder to decide whether 
to use wood or steel kitchens in his homes, 
but we've found the perfect answer!” says 
Fred Gellert of the Standard Building 
Company of San Francisco. 

“We're using the only kitchen thatcom- 
bines the best of both,"’ adds his brother 
Carl. “It's American Kitchens new 
‘Pioneer’—gives you the beauty of nat- 
ural birch and antique copper, and it's 
built on a chassis of rugged steel. Buyers 
recognize it immediately as top quality, 


P SELL YOUR 
WPRICO HOMES FASTER! 


and you know how often the kitchen 
clinches the sale.”’ 

In the business for over 430 years, the 
Gellert brothers have built over 9,000 
new homes since 1946. They, like famous 
builders everywhere, recommend labor- 
saving, customer-pleasing American 
Kitchens products, And if you haven't al- 
ready discovered the money-saving ad- 
vantages of American Kitchens, mail the 
coupon below—let us prove that American 
Kitchens sell homes faster! 


Washington, D.C 


‘ 
ED GELLERT, Portner 


y S$ ”" 


tandard 6 
' 


pany 
for 


Con 


c ! 


tandard Building Com 
por Francisco, ( 


al 


CARL GELLERT, Portne 
S ding 





YOU ARE CORDIALLY INVITED to visit the Americar 
Kitchens Exhibit in the new National Housing Center ir 
We'll be looking forward to seeing you! 


have ‘no obligation 


American Kitchens, I'd like to 
quotation on a t kitchen 
AMERICAN KircHEeNs oivision ( 4FUO ) CONWERSVILLE, INDIANA Sept. HAE-115 Please send your new Architects 
, Connersville, ind. und Builders’ Pile 
™ ; - Name 
¥ ae 
| Pr 7 iddress 
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easier to SELL 
more PROFITS 
bigger VOLUME 








Limited No. of 


PROTECTED 
TERRITORIES 


for QUALIFIED DEALERS 


New, protected territories are being made available by 
Franklin Thrift Homes to meet the growing demand fo 
more and better housing Government figures estimate the 
need for 40% to 50% more homes by 1965 and an increas 
ing share of this demand will be for homes of pre-assem 
bled construction, Here is a ground-floor opportunity yo 
cannot afford to overlook a chance to become a bona 
fide dealer for Franklin Thrift Homes 

Attractive, new contemporary homes designed for gra 
cious living. Homes with the sales appeal that insures 
generous profits at prices to fit every budget. Homes you 
can sell as a complete package with no inventory or esti 
mating problems. Investigate this opportunity to sell the 
kind of high quality that builds a profitable, assured future 


Send For FREE Profit Plan 


Gentlemen 

Please send details on dealerships available for Franklin 
Thrift Homes in this area. If accepted, | am to receive 
special assistance on local promotion, I also enclose 25 
cents for an advance copy of your catalogue of 48 homes 
with floor plans 


Nami 


ADDRESS 


FRANKLIN THRIFT HOMES, Inc. 


State College, Penna. 
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JUST PUBLISHED 





Directory of American 
Savings and Loan 


Associations 





This is truly an investors’ encyclopedia! 


First complete directory of Savings and Loan 
Associations covering all 48 states and the 


District of Columbia. Over 6200 entries. 


LISTINGS alphabetically by State and City, 
name of Association, location. key officials. 


issets, memberships in Federal agencies. 
32 PAGE cloth bound volume. 


$25. postpaid. 10% discount for cash with 


order, Sample page upon request. 


T. K. SANDERSON ORGANIZATION 


Directory Publishers 


Calvert and 25th St. Baltimore 18, Md. 











STATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, AS 
AMENDED BY THE ACTS OF MAKCH 3, 1933, AND JULY 2, 1946 


litle 39, United States Code, Section 233) SHOWING OWNER 
SHIP, MANAGEMENT AND CIRCULATION OF Nartonat Rear 
Estate AND Biitpinc Journat published monthl it Cedar Kapid 


lowa, for October 1, 1955 


l The names and addresses of the publisher, editor, managing editor 
andl busine manager are Publisher, Herbert 5S. Stamats, Cedar Rapids 
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Baumann-Cook 
Winnetka, Illinois 


Herman Offutt Inc. 
Aurora, Illinois 


Henderlong Lumber Co 
Crown Point, Indiana 


Snyder, Kinney & Bennett 
Birmingham, Michigan 


Henry Hurni 
Kalamazoo, Michigan 


H. A. Schulenburg Co 


St. Louis, Missouri 


H. J. Ward Agency 
Huron, South Dakota 


Raymond Dorn Co. 
Pasadena, California 


I. J. Bettes Co. 
Oklahoma City, Oklahoma 


McGraw Contruction Co 
Dallas, Texas 


Smith & Tyson 


Montgomery, Albama 


Little Rock Builders 
Little Rock, Arkansas 


Varner-Butler-Smith 
Winter Park, Florida 


Woods Insurance & Realty Co 
Dublin, Georgia 


Coats & Phelps 
Lexington, Kentucky 


Thompson & Gray 
Silver Springs, Maryland 


Smithdeal Realty Co 
Winston Salem, North Carolina 


Manchester Savings & Loan 
Manchester, Connecticut 


Horace B. Gowan 


Attleboro, Massachusetts 


Byse Agency Inc 
Laconia, New Hampshire 


Carl H. Booth 


Bernardsville, New Jersey 


Edmund Cook & Co 


Prince ton, New Je mey 


Town & Country Agency 
Sea Girt, New Jersey 


Douglas Van Riper 
Manhasset, New York 


Lawrence Management 
Bronxville, New York 
Ernest Pierson Co 


Fureka, California 


White & Bollard 
Seattle, Washington 


Db. A. Duryee & Co 
Everett, Washington 
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“We enjoy sponsoring PERFECT HOME Magazine” 


says S. Merle Heasley of Mc-Nutt-Heasley, Orlando Realtors 


“For the past several years we 
have enjoyed sponsoring PERFECT 
HoMeE Magazine and although 
during that period we have 
been offered many different types 
of magazines, none in our opin- 
ion can compare with Perrect 
Home,” says S. Merle Heasley of 
McNutt-Heasley, Realtors in Or- 
lando, Florida. ‘The publication 
is enthusiastically received as in- 
dicated by the number of requests 
we've had from persons who wish 
to be put on our mailing list. 


“We are glad to recommend 
Perrect Home as a goodwill 
builder and background sales 
man.” 


For more than a quarter of a 
century Perrect Home Magazine 
has been serving blue ribbon or 
ganizations the nation over. Each 
month it acts as a personal call on 
the key, influential families for 
the local sponsors and their se 
lected co-sponsors. Through Per 
FECT HOME, a service is perform 
ed for these key persons by bring- 
ing to them the latest in home 
design, home decorating and fur 
nishings. Prepared by a skilled 
staff of artists, editors and pho 
tographers, Pexrect HOME asso 
ciates the sponsoring group with 
quality, high ethics and fair deal 
ing. 





S. Merle 
partner of the 
firm of McNutt-Heasley, Realtors. The 


company provides service in real estate 


Heasley is a senior active 
41-year-old Orlando 


sales, mortgage loans, development and 
insurance and has figured prominent 
ly in the building of its community 
Mr. Heasley is a past president of the 
Florida Realturs and 
the Orlando Board of Realtors as well 
NAREB, Un 


affairs, Mr 


Association of 
as a past director of 
usually active im civic 
Heasely has served as president of the 
Orlando Civitan Club. He has served 
two terms on the city council, and has 
headed up the local community chest 


for two years 


A limited number of exclusive, annual, renewable franchises are 
available in certain communities for established firms with excellent 
reputations. If interested, address your inquiry to 


Tun 
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STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 


Number 126 in a Series 
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FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Home Study and Residential 
» in Real Estate, Includes all phases of 
the business. Send for big FRER CATALOG 
today. No obligation Approved for World 
War II and Korean Veterans 

WEAVER SCHOOL OF REAL ESTATE 
(Est. 1936) 
2020N Grand Avenue Kansas City, Mo. 


Baked Enamel on 30 Gauge Metal 
"Write for FREE SAMPLE, Illustrated 


Literature and Prices’ 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 


Invest Sate our 
cout 

















IN STOCK 


@ full tine of ready 

mede signs tor the... 

REAL ESTATE AGENT 
aed 








Bend for Price bist 


RICHMOND SIGN COMPANY 


DIVISION OF ENAMEL PRINTERS INCORPORATED 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 





450,000 to 100,000 sq. ft. wanted by AAA-1 
tenant, Can be old \uilding if suitable for 
garment manufacturing. Might buy. Pre 
fer Eastern Seaboard or mid-west but will 
consider any location with over 250,000 
population within 15 mile radius Edw. 
Mitchell — 276 - 5th Ave., New York City 








WEATHERPROOF 


DAY-GLO 


CARDBOARD 


SIGNS 


Write for Details 


Satisfaction Guaranteed 








“we 


SIGN THE WATION 


CTIVE DISPLAY ADV 


102 West 10m eet Chieage 6. tI 














MA, 








| OGER M. KYES, ex-Depart- 

ment of Defense official now 
back at his General Motors post, 
wredicts that 60% of American 
sone will be air conditioned by 
1965, with similar spectaculas 
gains in the home appliance field. 
Though fewer than five out of 100 
homes now have air conditioning, 
Kyes points out, “by 1965 I expect 
60 out of every 100 to be so equip- 
ped... In Canada, mortgage loans 
of all types approved by lending 
institutions, including the banks, 
amounted to $546.3 million in the 
first half of 1955, 41% than 
in the same period of 1954, accord 


more 


ing to the Central Mortgage and 
Housing Corporation \ Cham 
ber of Commerce study of nine 


counties shows that 
100 factory workers 


erage of 296 more people, 


an increase ol 
mcans ath ay 
112 more 
households, 51 chil 
dren, $590,000 more personal in 
come per year, $270,000 more bank 
deposits, 107 more passenger « 
174 workers em 
ployed, four more retail establish 
ments, and $360,000 retail 
sales per year. The 100 increase in 
manufacturing employees meant 
25 more construction workers and 
four more people employed in real 
estate, insurance and finance , 
Long Island, New York builders 
Lionel Sokolov and Julian Levy 
are offering a “hi-fi” installation 
as standard equipment in their re- 
cently-opened 110-house project. 
Speakers are directed to both the 


more school 


ars 


registered, more 


hore 


A\AA-1 rated Jr. Dept 
buy 75-ft. frontage and up in % 
12,000 to 125,006 
operation invited, Edw 


N.Y¥.C 


Store Chain will lease or 
to 100% area in 

Brokers’ co 
276 - Sth Ave 


cities anywhere 


Mitchell 


GIFTS—-AWARDS 


Were is your answer to your gift, award and 
party problems at wholesale price. We are special 
ists in the selection of watches, jewelry, electric 
appliances, housewares, etc for such purposes 
Send for our illustrated catalog and CONFIDEN 
TIAL PRICE LIST. Boardman, Ltd, 402 No 
Peart St. Albany, N.Y ‘A name known in 
the wholesale field for cighty-five years 
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living and recreational areas of th: 
homes, which are split levels in the 


$18,000 price range Arthu 
Rubloff of Chicago, heading one 
of the country’s top real estate 


COMP alles has organized i pl 


of investors interested in the re 
ind older 


thre 


juvenation of slum are 


neighborhood areas, with icle 


of preserving a sound tax base i 
Chicago. The first completed proj; 
$800,000, 40-unit 
side town house developmeit, with 
all 40 units already sold Clarks 
ville, first thre 


nation to have an approved worka 


ect iS an south 


Tennessee, city in 


ble program under the Housing 
Act of 1954, is the second city in 
the country to get Urban Renewal! 


Administration approval ol a loan 
1954 


awarded a 


and grant contract under th 
Clarksville was 
grant ol SS51,184 
51.2 million to help clear for rv 


act 
and a loan ol 
development a OO-acre tract in the 
downtown arca Henry G 
Waltemade, NAREB president, 
takes issue with those who declare 
that the mass exodus of residents 
the suburbs means the city ts 
“dead or dying.” Waltemade says 
“the growth of the suburbs — the 
city’s decentralization, if you will 
— should not be the symbol of de- 
spair, but rather a challenge to 
solve its problems of congested 
traffic, inadequate mass transporta- 
tion, poor parking facilities, run- 
down office and business build- 
ings, undue smoke and noise, and 
other signs of an aging commu- 
ity.” He goes on to point out that 
“the challenge has been met by 
many cities with courage, with vi- 
sion, with planning, with budget- 
ing, with unified action by all citi- 
zens of good will,” . . John Jay 
Hopkins, president and chairman 
of the 
Corporation, is the 
dustrial 


to 


Dynami 
Society of In 
industrialist of 
Hopkins is described as 


board of General 


Realtors 
the yea 


a foremost exponent of the peace 


ful use of atomic energy.” General 
Matthew B. Ridgway made the 
:nnouncement for SIR. 


aL. Estate AND ButtpiIne JourRNAI 

















CONSULT 


FOR REAL ESTATE 
SALES 


eC LEARWATER @eFORT LAUDER 
FLORIDA DALE, FLA 
W.S. Sha Jack Hieeinbot! 
P.O. Box | I 
Homes & Busin E. Sunrise | 
Opportur P 
! hitable ¢ (yn 
I Broke 


ha t 
eCOLLMBLS Main Se | . 
OHIO 7 sear vehate 
| . he ( A 
) t e 
I t Ma 
e ut 
@rAMPA, FLA 
KR. ¢ H I 
@DENVER, COLO Dale 
Garrett-Bre P M 
{ 
‘ Bk 
@FORONTO, CAN 
ek DMONTON : ys Pe ' 
’ ; 
CANADA A \ 
L. T. Melton Re 
Estate I 
154 e 
Bra P Serve @eWICHITA FALLS 
Ye 
) ! ‘ K Ke Ke 
ce Spe ‘ 
\ PO. 1 4G 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA @ MEMPHIS, TENN 


The Jarrett E. ©). Baile 
Ovva atic C« I 
12 Hamilto t M eA 
Specia 
astern Per 
est. LOUIS, MO 
on J. Dickmas 
eCOLL MBUS, OHIO MAI 
Ww um Po Zinn & tbl Ra ' 
( Exchanee I 


@SCHENECTADY 


ehLDMONTON N.Y 
CANADA cc Cc. fe 
Ca ple A ‘ it 
H t Lt 
) Jaspe \ 
elLORONTO 
CANADA 
eR DMONTON Sho i \ 
CANADA I tee 
L.. T. Melton Re y t 
I el oO WH k 
t ‘ t IK 


eINGLEWOOD ePORONTO 


CALI CANADA 

bone nWwW.D Ba bh. Ve 

P.O). Box ’ +} nt 
« W 


@KANSAS CITY 


MO @ FORKANCH 
i CALI 
K Ww ‘ Alter RB 
i tria I snee 
I 1% Marce 4 
Exch. B Ort 


FOR IDEAL 
STORE LOCATIONS 


@ALLENTOWN, PA @KINGSPORTI 


The Jarrett TENN 
Coreanizatu Deo ‘ kK 
12 Hamilton St Lease I t 
Speoalzu ! ert l 
Eastern Pe 


@AUGUSTA, GA 
erman-Hemstreet @NEW ORLEANS 
trons rd 9 LA 
I St Leo Fe , ( 


@e BALTIMORE, MD 
B. Howard Ri @SARASOTA, FLA 
*, : Bld 1) I 


4 I 


eCOLL MBLUS,_ OHIO 
William P. Zinn & 
@eSCHENECTADY 
I N.Y 


@hLOMONTON 
CANADA 


lL. T. Melton Rea elOLEDO, OHIO 
Estate Lied 


eA dewl 
4] ‘ I B. 8 


@KANSAS CITY 


MO 
Moseley & Compa @WASHINGTION 
Retail, Wholesale D4 

Industria ine . J 
ute 1111 I ( 

ance Ex I 


FOR FARMS 
AND RANCHES 


at - Vanni @eRICHMOND, VA 
LA 


Walter S. Hard | 


@FLDMONTON 
CANADA balnone Wi 
l I. Mels Ke bh. Vista W 

I te I Write 
H— 3 ee Free ft 


@eVISTA, CALI 





Rates for Advertising 
In the “Consult These Specialists’ 


Department: 
Per 
Issue 


i 4 











THESE SPECIALISTS... 


FOR LAND PLANNING 


@eWILMETIE, IL 
M WoW 


FOR PROPERTY 
MANAGEMENT 


eC OLtL MALS OHO @erLiMONTON 
“ yp 7 CANADA 
( 1M k 


@DENVER, COLO 
‘ " @ FOrERA, KAN 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBLS OHIO @eNEWAKK j 
W ! / e 


/ i ] 
( MA 
! | ( 


j 


TS oo eNEWARK.NI 


ehLiMONTON 


CANADA @eNEW YORK, N 
l 1M Ke ‘ \ 
i els : 
Kh. Je ! ' 
“Ml I 5 
14 


erORT SMITH 


@rHIiLADELPHIA 

\RK PA 
\ rt ‘ t | 

MAI K {Al 

‘ \ { 

@KANSAS CITY 

MO es! tant Ma) 
Jos. FR M ai. 
1 We j " 


@MINNEAPOLI! 
onehies ehOLEDO, ONLO 


eMONTOOMERY elORONTO 


ALABAMA (ANADA 
ii if if 
( 
if y 
M 
@NASHVILLI 
IENN eit cson 
, ‘ \KIZOINA 
« 1914 Mark HI 
41 " M l ' 
¢ } 


@WASHINGIO 
Ie 





DETAILS MAKE A BIG DIFFERENCE 


EXTERIOR WALL FINISH — Red 
cedar shakes and asphoaited asbes 
tos shingle backer applied ver 
asphaited felt on a |-inch nomina 
sheathing provides a warm, tight 
home Vertical siding : sed 

some models to create spe 


design effect 





FLOOR SYSTEM—! 


2 « 8 on 16-inch « 


ROOF TRUSSES—All Thyer homes with the exceptior al strength: subfioor 


row of bridging pr 
bf 
f h Ff 


temporary models have trussed roofs The truss prov san nch sheathing 

even distribution of roof load over the entire roof area. Thus . nch face select hardw 
, 5, 

the load is carried only by the outside walls ynd t ‘ principal rooms with 


partitions are eliminated ~ i elsewhere 


FRAMING—Exterior walls and interior partitions are 7 INTE 


RIOR WALL FINISH 
14-inch center with double 2 « 4 top plate. | ) 


t 4d with invisible 
rigidity for the frame, corner bracing is with tape and gyp 
corner panels wall that ' 
= be decor 

Me , 
i} No, well we 


PARENTS 


Puy 


MAN TO MAN... 


Thyer details sell themselves 


Sure it’s the woman who buys... . but it’s 

the man in the family who puts his stamp of 
approval on construction details. He’s the one 
who critically views the technical aspects of a 


new home and gives a silent nod pro or con. 


Once you sell ‘“‘Jones”’ on construction and what it 
means to his family, Mrs. Jones will take it from 
there. And, of course, when you're talking details 


you ll want Thyer construction in the homes you sell 


For turther information on Thyer’s unique con- 


truction details, mail the attached coupon today. 


THE THYER MANUFACTURING CORPORATION 
2850 Wayne Street 515 East Yazoo Street, Dept. | 


Toledo 9, Ohio Jackson, Miss 


Gentiemer 


Please have a Thyer factory representative call 





